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Five  Phases  of  Retail 
Merchandising 

AS  a  further  step  to  increase  its  scope  of 
usefulness  to  the  contractor-dealer  and  at 
the  same  time  the  other  branches  of  the  elec¬ 
trical  industry,  the  Journal  of  Electricity  has 
conducted  an  investigation  into  the  various 
branches  of  retail  merchandising.  The  re¬ 
sults  of  this  investigation  have  been  carefully 
analyzed  and  the  individual  features  of  the 
retail  business  have  been  segi'egated.  Feeling 
that  individual  treatment  of  these  various 
features  will  be  of  benefit  to  the  contractor- 
dealer,  a  series  of  articles  has  been  prepared 
and  will  commence  in  an  early  issue  of  the 
paper. 

These  articles  have  all  been  written  by 
men  foremost  in  the  particular  activity  of 
which  they  write  and  should  present  every 
progressive  retailer  of  electrical  supplies  and 
appliances  some  interesting  facts  concerning 
some  phase  of  his  business. 

The  articles  are  as  follows  and  will  appear 
in  the  order  indicated: 

Buying  and  Ordering,  by  Grover  An¬ 
derson,  Sales  Manager,  Electric  Appliance 
Company. 

Packing,  Shipping,  Receiving  and  Un¬ 
packing,  by  George  Browning,  Traffic  Man¬ 
ager,  Pacific  States  Electric  Company. 

Displaying  and  Advertising,  by  H.  C. 
Hopkins,  Advertising  Manager,  Majestic 
Electric  Appliance  Company. 

Selling  and  Servicing,  by  C.  R.  Musladin, 
Sales  Manager,  Alexander  &  Lavenson  Elec¬ 
trical  Supply  Company. 

Credits,  by  John  Bray,  Credit  Manager, 
Western  Electric  Company. 


The  menu  card  includes  many  tasty  and  expensive  su(j;gestions. 

Diners  scan  it  for  the  particular  dish  that  appeals  to  their  palates 
and  their  pocket  books. 

They  have  different  tastes  and  their  demands  take  different  forms, — 
until  the  grand  and  glorious  finish.  Then  comes  the  almost  universal 
order— “and  a  cup  of  coffee.” 

At  the  end  of  the  day  the  restaurant  proprietor  has  made  more 
money  on  sales  of  coffee,  than  on  any  one  of  his  expensive  items. 

How  like  the  electrical  supply  business!  Lamps,  Fans,  Irons, Toasters, 
all  must  be  stocked  to  cater  to  different  demands.  Yet  the 
all  of  them  must  purchase  wiring  devices. 

And  just  as  with  the  coffee — the  total  profit  on  wirin 
specialty  sales  means  much  in  dollars  and  cents  at 
of  the  day. 

It’s  the  little  things  that  count  after  all.  And  wiring  devices  are  L2S255^ 
little  things.  No.  122-i 

“A  Superior  Wiring  Device  for  every  Electrical  Need 
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The  Interdependence  of  Public 
Relations  and  Sales 


PUBLIC  relations  has  held  the 
center  of  the  stage  in  the  thoughts 
and  discussions  of  central  station 
executives  for  many  months.  And 
now  these  months  of  conspicuous  at¬ 
tention  are  beginning  to  bear  finit. 
Recognition  is  being  given  to  the 
interdependence  of  public  relations 
effort  and  commercial  activity.  The 
task  of  selling  to  the  public  the  serv¬ 
ice  which  the  utility  renders,  which 
was  formerly  delegated  to  the  de- 
l)artments  in  charge  of  public  rela¬ 
tions,  has  been  found  to  have  a  defi¬ 
nite  relationship  to  the  functions  of 
the  sales  department, — namely,  the 
creation  of  a  greater  volume  of  busi¬ 
ness  through  a  more  comprehensive 
understanding  of  the  real  meaning  of 
seiwice.  So  there  has  been  conceived 
a  new  title,  “vice-president  in  charge 
of  public  relations  and  sales,”  whose 
duty  will  be  to  direct  the  combined 
efforts  of  these  two  departments. 

ON  another  page  of  this  issue  is 
described  •  the  sales  service  plan 
of  the  Pacific  Gas  and  Electric  Com¬ 
pany.  This  company  is  firm  in  the 
belief  that  the  job  of  conveying  to 
the  public  the  service  message  is  a 
task  in  super-selling.  It  starts  with 


the  employees  as  the  most  important 
asset  in  accomplishing  this  program. 
To  every  member  of  the  organiza¬ 
tion,  from  the  president  to  the  young¬ 
est  office  boy,  the  following  pledge  is 
suggested: 

“I  am  at  all  times  the  individual 
personal  representative  of  and 
for  this  company  regardless  of 
my  department  or  duties,  and  it 
is  for  me  to  see  that  the  policy 
of  this  company — that  of  ren¬ 
dering  service  in  its  broadest 
sense — is  carried  on.” 

TN  that  pledge  lies  the  success  of 
^  the  scheme.  With  an  organization 
imbued  with  the  spirit  therein  con¬ 
tained,  great  things  can  be  accom¬ 
plished. 

■|^E  are  convinced  that  the  com- 
pany  is  on  the  right  track.  It 
has  evolved  a  plan  for  other  men  to 
follow,  a  plan  which  is  sound,  prac¬ 
tical,  constructive.  Above  all  it  is  a 
plan  which  accomplishes  the  main  ob¬ 
jective  of  both  sales  and  public  re¬ 
lations  departments — the  maximum 
use  and  value  to  the  consumer  of  the 
commodity  served. 
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Central  Station  Possibilities  in  Electric 
Range  and  Water  Heater  Sales 

The  electric  range  and  water  heater  have  passed 
entirely  the  stage  of  doubt  and  disbelief.  From 
the  domestic  point  of  view  they  have  proved  them¬ 
selves  all  over  the  country  and  the  demand  from 
progressive  housewives  is  increasing  at  such  a  rate 
that  manufacturers  have  been  obliged  to  increase 
plant  facilities  in  order  to  keep  up  with  orders.  The 
demand,  too,  has  attracted  new  manufacturers  to 
this  field  and  their  product  is  selling  in  volume  to 
substantiate  their  judgment.  It  has  been  proved 
l)eyond  doubt  that  no  other  cooking  medium  offers 
such  a  factor  of  popularity  or  such  potential  sales 
possibilities. 

This  development  has  in  most  cases  been  be¬ 
cause  of  central  station  assistance  and  encourage¬ 
ment.  Most  power  companies  after  thorough  inves¬ 
tigation  of  all  the  phases  of  this  type  of  load  are 
convinced  that  it  has  many  desirable  qualities  and 
they  are  now  active  in  its  development.  No  one  can 
tell  the  extent  of  the  ultimate  saturation  for  no  com¬ 
pany  has  yet  been  able  to  reach  that  point.  Campaign 
after  campaign  has  proved  again  and  again  that  the 
demand  is  ever-continuing  and  that  education  alone 
is  necessary  for  greater  use  of  this  equipment. 

Many  notable  sales  plans  have  been  executed  by 
central  stations  and  commendable  results  achieved. 
Only  recently,  as  told  elsewhere  in  this  issue,  sales 
campaigns  in  the  northwest  and  southwest,  alike, 
have  produced  results  which  added  to  the  lines  from 
15  per  cent  to  79  per  cent  of  the  previously  existing 
range  load.  Certainly,  any  appliance  which  is  in 
such  demand  or  which  offers  such  sales  possibilities 
must  command  the  attention  and  respect  of  all  power 
companies,  particularly  when  these  devices  are 
served  at  an  attractive  rate  and  under  favorable  load 
conditions.  Dealers,  also,  are  devoting  increased  at¬ 
tention  to  the  sale  of  the  heavier  load  consuming 
devices  for  domestic  use.  Under  the  skilful  guidance 
of  the  central  station,  and  following  plans  mapped 
•out  by  this  branch  of  the  industry,  they  are  building 
up  for  themselves  a  profitable  business  and  for  the 
power  company  a  continuing  revenue  which  is  very 
attractive  in  character. 

The  central  stations  of  the  West  are  certainly 
to  be  commended  for  taking  the  initiative  in  this 
move,  thereby  proving  their  progressive  policies  and 
performing  a  sociologic  and  economic  good  for  their 
consumers. 


Electrical  Fires,  Cats, 

Fireflies  and  the  Like 

T  has  been  the  custom  in  the  past,  when  other 
cause  did  not  offer  or  was  not  convenient,  to  blame 
the  origin  of  many  fires  to  electricity.  It  has  been 
proved  beyond  doubt  that  in  many  cases  this  has 
been  an  unjust  allocation  of  the  cause  of  the  damage. 
Now,  however,  arises  a  new  theory  as  the  result  of 
the  disastrous  fires  which  recently  swept  over  a 
large  part  of  California. 

From  the  fact  that  the  fires  arose  at  such  widely 
separated  points  and,  further,  from  the  fact  that  so 


many  fires  occurred  at  practically  simultaneous  mo¬ 
ments,  thereby  eliminating  the  probability  of  care¬ 
lessness  or  intent  in  every  instance,  it  has  been  sug¬ 
gested  that  there  may  have  been  a  static  condition 
ci’eated  by  the  atmospheric  phenomena  at  the  time, 
and  that  mere  friction  of  exceedingly  dry  leaves  or 
twigs  rubbing  against  other  material  of  a  similar 
kind  may  have  generated  a  spark  which  ignited  the 
very  inflammable  surroundings.  Pure  buncombe, 
you  say. 

Well  then,  perhaps  a  dozen  energetic  cats  in  as 
many  different  places,  simultaneously  rubbed  their 
backs  against  convenient  trees,  creating  static 
sparks  that  started  the  fires.  Or  possibly  the  same 
number  of  lusty  fireflies,  seeking  relief  from  the 
warm  weather,  crawled  into  piles  of  dry  grass,  and, 
lo!  the  fires  started.  Munchausenism,  you  declare. 
So,  also,  is  a  great  part  of  the  talk  relative  to  the 
so-called  electrical  origin  of  many  fires.  The  sooner 
that  every  man  in  the  electrical  industry  in  his  con¬ 
tact  with  the  public,  spreads  the  infonnation  that, 
properly  applied,  electricity  is  the  safest,  least  haz¬ 
ardous,  most  efficient  and  most  convenient  agency  for 
the  betterment  of  humanity,  the  sooner  will  the 
odious  shadow  of  blame  for  fires  be  removed  from 
over  the  head  of  the  fair  Goddess  Electra. 


Commercial  Illumination 

As  a  New  Business  Field 

HE  electrical  industry  throughout  the  country 
has  suddenly  awakened  to  the  fact  that  commer¬ 
cial  illumination  offers  one  of  the  gi’eatest  undevel¬ 
oped  fields  for  potential  business  in  its  history. 
Surveys  have  been  made  which  show  that  but  a  small 
fraction  of  the  stores  of  the  country  are  adequately 
lighted.  Show  window  intensities  are  woefully  low 
and  many  store  interiors  have  but  one-tenth  the 
intensity  which  common  practice  recommends. 

Progressive  merchants  have  quickly  realized 
this  deficiency  once  its  existence  has  been  pointed 
out  to  them.  In  this  highly  competitive  age  they 
have  been  quick  to  grasp  the  possibilities  of  better 
illumination  as  an  aid  to  better  merchandising.  In 
every  locality  where  steps  have  been  taken  to  demon¬ 
strate  the  sales  value  of  good  lighting  the  reaction 
has  been  immediate. 

Central  stations,  contractor-dealers,  jobbers  and 
manufacturers,  recognizing  these  possibilities,  have 
banded  together  in  many  localities  in  promotional 
campaigns  designed  to  take  advantage  of  this  new 
business  field.  Noteworthy  among  such  campaigns 
are  the  steps  which  are  being  taken  by  the  Califor¬ 
nia  Electrical  Cooperative  Campaign  with  its  better 
merchandising  display  exhibit  and  the  Lighting  Serv¬ 
ice  Bureau  which  has  been  organized  in  Salt  Lake 
City  and  which  is  described  on  another  page  in 
this  issue. 

In  connection  with  the  latter,  the  central  sta¬ 
tion  placed  its  windows  at  the  disposal  of  the  mer¬ 
chants  of  Salt  Lake  City  for  use  in  displaying  their 
particular  wares.  Lighting  technic  was  taken  care  of 
by  the  illuminating  engineers  of  the  company.  Each 
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merchant  was  allowed  the  use  of  the  windows  for 
three  consecutive  days.  Thus  good-will  in  the  mind 
of  the  merchant  was  created  and  his  interest  defi¬ 
nitely  directed  toward  better  illumination. 

In  every  city  the  central  station  offices  have 
windows  which  might  be  used  for  this  puiTiose.  The 
step  taken  by  the  central  station  in  Salt  Lake  City 
is  a  highly  commendable  one  and  one  worthy  of 
emulation  by  power  companies  in  eveiy  city  in  the 
West. 


Difficulties  in  the 

Comparison  of  Rates 

OMPARISON  of  rate  schedules  are  of  frequent 
occurrence,  the  object  being,  as  a  rule,  to  justify 
the  practice  of  the  community  or  the  company  whose 
representative  makes  the  comparison.  And  it  is 
sui*prising  how  many  different  cases  can  be  proved 
and  what  a  divergence  of  results  can  be  obtained  by 
comparing  the  same  rate  schedules.  The  rates  of 
the  Ontario  district  in  Canada,  which  were  compared 
favorably  or  unfavorably  (depending  upon  whether 
the  speaker  was  an  advocate  of  public  ownership  or 
the  reverse),  with  those  of  California  cities  were  an 
example  of  the  absurdity  to  which  such  a  comparison 
can  be  carried.  Owing  to  the  fact  that  in  this  case 
the  rates  were  reckoned  on  the  one  hand  in  terms  of 
horsepower-years  and  on  the  other  in  kilowatt-hours, 
no  fair  comparison  was  possible,  unless  it  be  on  the 
basis  of  average  rates  for  the  entire  system.  As  the 
present  state  ownership  contest  in  the  state  of 
Washington  develops,  however,  it  will  be  found  that 
this  will  not  prevent  the  alleged  “low”  rates  of 
Ontario  being  quoted  as  the  major  argument  in  favor 
of  public  ownership. 

This  is  an  extreme  case,  perhaps,  but  almost 
equally  variant  results  can  be  obtained  by  playing 
with  the  rate  schedules  of  any  two  companies  on  the 
western  slope,  selected  at  random.  Average  rates 
may  be  and  are  compared  by  newspapers,  orators  and 
others  seeking  to  put  something  over  on  the  public, 
with  maximum  charges  in  another  district,  combina¬ 
tion  rates  are  compared  with  flat  rates,  rates  for 
special  districts  with  those  of  an  entire  system. 

There  is  perhaps  some  justification  for  the  con¬ 
fusion  in  the  form  in  which  rate  schedules  are  pre¬ 
sented  by  the  various  companies.  There  are  hardly 
two  which  are  alike  in  nature — and  even  if  the  rates 
are  actually  similar  in  structure,  they  are  usually 
clothed  in  such  different  language  and  present  such 
a  different  appearance,  that  it  takes  an  expert  to 
discover  the  fact.  There  is  already  too  much  confu¬ 
sion  in  the  mind  of  the  consumer  on  the  subject  of 
rates.  Is  it  not  worth  while  for  the  western  com¬ 
panies  to  consider  the  standardization  of  their  forms 
between  companies  and  districts  so  that  this  confu¬ 
sion  may  be  lessened  Z  Under  the  wise  leadership 
of  Herbert  Hoover  and  the  pressure  of  post-war 
necessity,  brick  factories,  screw  makers  and  other 
manufacturers  have  standardized  their  products  to 
a  few  standard  sizes.  This  same  principle  might  well 
be  applied  to  rate  fomns.  It  would  clarify  the  situa¬ 


tion  so  far  as  comparisons  between  power  companies 
is  conceiTied.  Perhaps  some  day  it  will  be  possible 
to  bring  the  municipalities  under  utility  commission 
regulation — and  then  a  fair  comparison  with  muni¬ 
cipal  rates  may  become  possible. 


Education  Needed  to 

Improve  Rural  Installations 

TANDARDS  in  electrical  installation  on  the  farm 
are  greatly  improved  over  conditions  which  pre¬ 
vailed  a  few  years  ago,  but  there  is  still  too  much 
careless  wiring  which  is  a  source  of  fire  hazard. 
Undoubtedly  the  most  unsatisfactory  condition  which 
prevails  in  isolated  installations  is  the  use  of  im¬ 
proper  controlling  equipment  which  permits  the 
motor  to  operate  on  single  phase  energy  when  it  was 
designed  for  two  or  three  phase  operation.  The 
fused  knife  switch  used  to  control  motors  under  5  hp. 
and  the  starting  compensator  preceded  by  a  fused 
knife  switch  controlling  motors  over  5  hp.  are  a  pro¬ 
lific  source  of  trouble.  In  either  of  these  cases,  the 
failure  of  one  fuse  will  permit  the  motor  to  operate 
in  a  single  phase  condition,  and  if  the  remaining 
fuses  are  heavy  enough  and  the  motor  remains  on 
the  line  it  will  ultimately  burn  out  the  windings  and 
possibly  reach  the  ignition  point.  Single-pole  fuses 
used  on  power  company  lines  instead  of  three-pole 
oil  switches  will  sometimes  cause  an  entire  group  of 
motors  in  a  community  to  operate  on  single  phase 
upon  the  failure  of  a  single  fuse  on  the  power  com¬ 
pany’s  group  sei-vice  line. 

The  fault  lies  partially  with  the  manufacturer 
who  to  date  has  not  brought  equipment  with  two  no¬ 
voltage  coils  w’hich  w’ould  eliminate  the  possibility  of 
motors  operating  single  phase. 

Western  power  companies  for  their  own  protec¬ 
tion  are  rapidly  eliminating  this  equipment,  but  the 
need  for  keeping  down  the  expense  of  rural  service, 
limits  the  amount  of  capital  which  can  properly  be 
expended — and  the  burden  of  this  protection  should 
not  be  placed  alone  upon  the  shoulders  of  the  central 
station.  The  owner  has  a  responsibility,  as  well  as 
a  vital  self  interest  in  guarding  his  equipment 
against  the  single  phase  condition.  The  insurance 
which  the  owner  receives  in  case  of  the  burning 
down  of  a  pumping  plant  in  no  way  compensates  him 
for  its  loss.  The  cost  of  protection  is  not  prohibitive, 
especially  if  bought  with  the  original  equipment  of 
motors  and  w'ould  add  a  nominal  cost  only  to  the 
total  value  of  the  electrical  features. 

Here  is  a  subject  on  which  education  is  needed. 
The  electrical  contractor  in  the  rural  community,  and 
the  power  company  salesman  who  arranges  the  orig¬ 
inal  installation  can  both  do  their  part  in  improving 
the  situation.  The  insurance  company  could  very 
properly  work  out  a  practical  plan  by  which  all  elec¬ 
trical  users  who  take  out  insurance  would  be  required 
to  live  up  to  certain  fundamental  fire  protection 
requirements.  The  only  reason  that  the  owner  does 
not  act  of  his  own  accord  is  because  he  remains  in 
ignorance  of  what  excellent  service  proper  electrical 
control  will  really  perfomti  for  him. 
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So-called  public  owTiership  and  control  of  essential 
industries  is  providing  one  of  the  chief  topics  of 
active  political  discussion  today.  Here  on  the  Pacific 
Coast  the  electrical  industry  is 
Municipal  Owner-  receiving  its  share  of  attention 
ship  on  the  from  the  municipal  ownei*ship 

Pacific  Coast  propagandists.  Los  Angeles  is 
on  the  verge  of  another  election 
contest  sponsored  by  the  Board  of  Public  Service 
Commissioners.  San  Francisco,  through  its  Board 
of  Supendsors,  has  expressed  its  desire  to  enter  the 
electric  pow’er  business.  A  small  minority  of  the 
voters  of  Sacramento  have  voiced  a  similar  desire. 
In  Berkeley,  Oakland  and  Alameda,  there  has  been 
created  a  municipal  utility  district  with  broad 
powers.  Conditions  in  Modesto  and  Turlock  with 
reference  to  the  sale  and  distribution  of  power  from 
Don  Pedro  dam  under  direction  of  the  iriigation 
districts  are  not  all  that  was  expected  when  the 
movement  was  launched.  In  Washington  a  state 
water  and  power  act  based  on  the  bill  which  con¬ 
fronted  the  voters  of  Calif oniia  at  the  last  election, 
has  been  drafted  and  will  be  voted  on  next  year. 
Last  but  not  least  there  is  definite  assurance  that 
a  new  and  less  pernicious  draft  of  the  Calif  oniia 
Water  and  Power  Act  will  make  its  appearance  on 
the  ballot  in  November,  1924. 

Developments  in  San  Francisco  are  being 
watched  with  considerable  interest  for  it  is  felt  that 
whatever  action  that  city  finally  takes  will  establish 
a  precedent  for  others  to  follow.  The  press  of  the 
city  is  divided,  with  the  Hearst  journals  actively 
agitating  municipal  ownership  and  the  more  con¬ 
servative  papers  decidedly  against  the  hasty  action 
taken  by  the  supervisors.  The  San  Francisco  Jour¬ 
nal  in  its  editorial  columns  says: 

Hetch  Hetchy  power  will  not  be  available  for  some  time 
to  come.  Some  say  one  year  and  some  say  several  years 
after  the  necessary  money  has  been  furnished.  That  gives 
plenty  of  time  to  consider  the  matter.  Prudent  men  will  want 
a  lot  of  information  to  help  them  decide  whether  or  not  it 
would  be  wise  for  the  city  to  engage  in  this  gigantic  extension 
of  municipal  o^\•nership.  They  may  think  it  a  better  plan  to 
sell  the  current  at  wholesale  for  the  present  instead  of  invit¬ 
ing  a  rate  war  with  existing  companies  and  involving  many 
millions  of  additional  debt. 

Similarly  the  Chronicle  is  inclined  to  make  light 
of  action.  In  one  of  its  editorials,  it  says : 

This  whole  noise  about  electric  current  from  the  Hetch 
Hetchy  is  a  mass  of  bubbles  before  election.  Why  are  these 
men  with  gigantic  brains  who  are  running  our  city  posing 
with  hands  on  their  manly  chests  over  the  great  things  they 
are  going  to  do  for  us?  They  will  not  sell  electric  energy 
when  they  have  no  means  to  utilize  it — they  would  rather  let 
it  run  to  waste  up  there  in  the  Hetch  Hetchy  district. 


The  City  Engineer  in  his  report  states; 

“Failure  to  provide  for  such  temporary  disposal  of  the 
Mocca.sin  dam  power  output  when  the  plant  is  ready  for  op¬ 
eration  will,  on  the  basis  of  offers  made  by  the  power  com¬ 
panies,  subject  the  taxpayers  of  San  Francisco  to  an  annual 
loss  of  not  less  than  $2,000,000.” 

But  the  Supervisors  do  not  want  to  make  this  money  for 
the  city.  Apparently  they  w’ant  to  lose  it,  for  their  resolution 
provides  in  emphatic  and  definite  terms: 

“The  Board  of  Supervisors  is  unalterably  and  unequiv¬ 
ocally  opposed  to  the  entering  into  any  contract,  lea.se  or 
agreement  of  any  kind  or  character  for  the  distribution  of 
Hetch  Hetchy  power.” 

Now,  after  having  adopted  that  resolution,  they  are 
opposed  to  the  sale  or  utilization  of  the  electric  current  until 
they  are  prepared  to  handle  it  as  a  municipal  proposition. 
Meantime,  the  poor  taxpayers  will  be  virtually  robbed  of 
$2,000,000  or  more  a  year  over  a  period  of  from  five  to  ten 
years. 

Later  in  the  week,  the  following  appears  in  the 
Chronicle : 

The  City  Engineer,  in  his  report,  stated  that  the  Moc¬ 
casin  Creek  plant  would  have  to  be  enlarged  and  developed 
in  order  to  supply  the  demand  for  electric  current,  and  also 
that  plans  for  a  new  di.stributing  system  necessarily  would 
contemplate  installation  of  an  underground  wire  system.  To 
supply  the  city  of  San  Francisco  with  the  electric  energy* 
from  the  Moccasin  Creek  plant,  he  e.stimates,  will  co.st 
$45,000,000.  He  also  says  it  will  take  four  years  to  install  it. 
We  think  it  will  take  nearer  ten  years  to  execute  the  orders 
and  complete  the  necessary  w’ork. 

We  know’  it  will  take  ten  years  to  put  in  60,000  under¬ 
ground  connections  and  do  the  other  w’ork  neces.sary  in  San 
Francisco.  Meantime,  the  Supervisors  announce  their  deter¬ 
mination  not  to  sell  electric  energy  to  the  people  of  San  Fran¬ 
cisco  through  the  medium  of  the  pow’er  companies — they 
prefer  to  .sacrifice  the  $20,000,000  which  would  come  to  the 
city  through  such  an  arrangement,  simply  because  they  want 
to  put  on  a  grand-stand  act. 

The  Sacramento  Bee,  which  is  one  of  the  chief 
agitators  for  municipal  otvnership  in  that  city,  has 
the  following  to  say  in  support  of  the  action  taken 
by  San  Francisco: 

But  tho.se  private  corporations  had  refu.sed  to  negotiate 
for  the  sale  of  their  local  distributing  sy.stems,  and  the  city 
govemment  was  mindful  of  the  fact  that  condemnation  pro¬ 
ceedings  w’ould  involve  a  delay  of  years. 

Furthermore,  and  this  appears  to  be  one  of  the  most 
important  points  of  the  whole  matter,  it  is  declared  that  sale 
by  the  city  of  the  Moccasin  Creek  power  to  a  private  cor¬ 
poration  would  be  a  violation  of  conditions  imposed  in  the 
grant  by  the  federal  govemment  of  the  water  and  power 
rights  embraced  in  the  Hetch  Hetchy  project,  in  which  the 
city  already  has  invested  some  $40,000,000. 

Furthermore,  Judge  Raker  is  quoted  as  saying  he  wrote 
that  provision  into  the  act  for  the  express  purpose  of  prevent¬ 
ing  the  power  control  from  being  taken  away  from  San  Fran¬ 
cisco,  and  to  make  it  an  “inheritance”  for  her  people. 

So  there  seems  to  be  warrant  for  the  suspicion — even 
the  accusation — that  the  offer  of  $2,000,000  a  year  by  private 
coiporations  for  the  power  in  question  w’as  not  made  in  good 
faith,  but  in  the  secret  hope  of  inducing  the  city  govemment 
to  violate  the  terms  of  the  federal  grant  of  the  Hetch  Hetchy 
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lights,  and  so  bring  about  forfeiture  and  an  opportunity  for 
the  same  coiT)orations  to  gain  possession  of -them. 

Fortunate  indeed  is  the  city  by  the  Golden  Gate  that 
at  this  time  she  has  a  mayor  and  a  board  of  supervisors 
watchful  of  her  interests  and  free  from  corporation  control. 

An  important  point,  which  will  carry  a  great 
deal  of  weight  with  the  voters  should  the  proposition 
l)e  put  to  them,  is  brought  out  by  the  Journal,  when 
it  states: 

Fifteen  thousand  San  Franciscans  hold  securities  in  the 
Pacific  Gas  and  Electric  Company. 

Seven  thousand  others  own  stocks  and  bonds  in  the 
Great  Western  Power  Company. 

This  total  of  22,000  San  Franciscans  represents  one- 
third  of  the  entire  number  of  stock  and  security  holders  in 
those  two  corporations  in  California. 

They  will  be  the  ones  w’ho  will  be  directly  affected  if 
the  city  carries  through  the  Hetch  Hetchy  resolution  adopted 
by  the  Board  of  Supervisors  and  the  burden  of  their  losses 
will  fall  upon  the  shoulders  of  the  taxpayers  of  San  Francisco. 

Regarding  the  condemnation  of  the  lines  of  the 
two  companies  serving  San  Francisco  at  the  present 
time,  as  directed  in  an  ordinance  which  the  super¬ 
visors  are  considering,  the  Chronicle  says: 

This  .startling  demand,  in  effect,  is  much  like  cutting 
off  the  head  of  a  man  to  see  whether  or  not  his  body  will 
continue  to  exist.  The  power  companies  have  invested  mil¬ 
lions  upon  millions  of  dollars  in  development  of  hydroelectric 
power  throughout  the  State,  and  are  producing  a  tremendous 
amount  of  electric  energy’  in  order  to  take  care  of  the  business 
of  San  Franci.sco.  This  attempt  to  condemn  and  take  away 
from  the  power  companies  at  one  blow  their  distributing  sys¬ 
tems,  which  have  taken  twenty  years  to  build,  is,  as  it  appears 
today,  impossible  of  accomplishment. 

The  city  of  Los  Angeles  made  a  somewhat  similar  at¬ 
tempt  in  1920,  w’hen  it  began  condemnation  proceedings 
again.st  the  Mono  Power  Company  and  the  Southern  Sierra 
Power  Company,  with  the  avowed  intention  of  appropriating 
the  rights  of  tho.se  companies.  The.se  condemnation  proceed¬ 
ings  were  carried  to  the  United  States  District  Court  and  a 
decision  was  rendered  by  a  local  jury  in  favor  of  Los  Angeles. 
This  decision  was  appealed  to  the  United  States  Circuit  Court 
and,  on  November  8,  1922,  the  court,  consisting  of  Judges 
Morrow,  Gilbert  and  Hunt,  reversed  the  decision  of  the  Dis¬ 
trict  Court. 

In  the  findings  by  the  United  States  Circuit  Court  it 
was  pointed  out  that  no  showing  had  been  made  that  the 
public  u.se  of  a  municipal  corporation,  such  as  the  city  of  Los 
.Angeles,  was  more  necessary  than  that  of  a  utility,  privately 
owned,  serving  other  communities. 

An  appeal  was  taken  from  this  ruling  to  the  United 
States  Supreme  Court,  w'ho.se  decision,  according  to  the  law 
of  the  land,  should  have  been  fixed  upon  the  minds  of  the 
people  charged  with  conducting  the  affairs  of  this  city.  The 
United  States  Supreme  Court  held  that  a  municipality  has  no 
right  to  condemn  private  property  which  is  being  used  for 
public  service  to  individuals  or  to  municipalities  ami  that,  so 
long  as  the  public  is  being  served,  it  makes  no  difference 
through  what  agency. 

A  contrary  decision  would  have  had  great  possibilities 
of  evil,  for  no  one  can  tell  what  city  might  run  amuck  in 
private  investments  of  this  character,  which  might  well 
un.rettle  the  titles  of  all  public  utilities  in  private  ownership. 
The  decision  of  the  United  States  Supreme  Court  stabilizes 
private  investment  dedicated  to  public  utilities  in  all  parts 
of  the  United  States.  May  21,  1923,  the  United  States  Su¬ 
preme  Court  denied  a  write  of  review  in  this  case  and  on 
August  20,  1923,  the  United  States  Circuit  Court  of  Appeal 
denied  the  motion  of  the  City  of  Los  Angeles  to  reopen  the 
case,  thus  settling  the  matter  once  and  for  all. 

In  Los  Angeles  a  letter  containing  sixty-eight 
pointed  questions  covering  the  many  charges  of 
incompetence,  mismanagement,  waste  of  public 
funds  and  politics-playing  against  the  Bureau  of 
I’ovver  and  Light  has  l)een  submitted  to  the  Board 
of  Public  Service  Commissioners.  Some  of  the  ques¬ 
tions  as  reprinted  in  the  Los  Angeles  Times  follow: 


Is  it  a  fact  that  the  taxpayers  have  paid  to  date  from 
increased  taxation  a  total  of  $6,467,436.25  to  pay  interest  and 
sinking  fund  charges  on  power  bonds  after  it  had  been  prom¬ 
ised  during  the  1910,  1914  and  1919  bond  campaigns  that 
these  charges  would  be  paid  from  power  revenue? 

Is  it  a  fact  that  if  the  power  bureau  kept  its  books  in 
the  same  manner  that  private  corporations  are  forced  to  keep 
their  operating  costs  and  charged  interest,  depreciation  and 
taxes,  that  instead  of  the  $2,362,000  profit  claimed,  the  result 
would  have  been  a  loss?  On  w’hat  basis  of  figuring  interest, 
depreciation  and  other  normal  items  for  conducting  the  busi¬ 
ness  was  the  claimed  profit  arrived  at? 

The  power  bureau  declares  that  it  has  made  a  profit  of 
$2,362,000  during  the  last  fiscal  year.  If  so,  where  is  the 
money?  Was  it  spent  together  with  the  $749,367.94  turned 
over  by  the  Edison  company  for  betterments  to  the  distribut¬ 
ing  lines,  and  the  additional  $500,000  a.sked  for  from  the  tax 
funds  of  the  city  to  prevent  the  alleged  overloaded  distribut¬ 
ing  lines  fi*om  “blowing  up”? 

Is  it  a  fact  that  if  a  private  corporation  uses  the  aque¬ 
duct  water  it  w’ould  be  forced  to  carry  the  depreciation  and 
maintenance  costs,  as  w’ell  as  interest  on  the  investment  to 
the  extent  of  not  less  than  50  per  cent?  And  if  this  is  a  fact, 
what  would  be  the  amount  that  should  be  charged? 

The  following  paragraph  is  taken  from  the  reply 
to  the  letter  as  issued  by  the  Board  of  Public  Service 
Commissioners : 

The  facts  of  the  matter  are,  that  the  Power  Bureau  is 
operating  on  a  sound  financial  basis  and  during  the  past  year 
did  return  a  surplus  of  more  than  $2,000,000  after  every 
allowance  had  been  made  for  operation  expenses,  payment  of 
all  interest  and  sinking  fund  requirements  on  electric  bonds 
and  the  setting  aside  of  a  depreciation  reserve  fund. 

Despite  this  $2,000,000  book  profit,  it  is  reported 
that  the  board  recently  found  itself  in  such  a  financial 
position  that  it  was  forced  to  “borrow”  $500,000 
from  the  general  tax  fund  of  the  city  in  order  to  con¬ 
tinue  operations.  In  the  face  of  the  defeat  it  suf¬ 
fered  when  it  asked  for  $35,000,000  at  the  last 
municipal  election,  the  board  is  now  planning  to  ask 
the  city  council  for  a  special  election  some  time  in 
the  near  future  for  the  pui’pose  of  voting  not 
$10,000,000  or  $15,000,000  but  $50,000,000  in  order 
that  it  may  continue  its  power  development  program. 

First  echoes  of  the  fight  to  be  waged  over  the 
Calif oiTiia  Water  and  Power  Act  next  year  were 
heard  at  a  meeting  of  the  Central  Labor  Council  at 
Stockton  during  the  past  fortnight,  when  resolutions 
were  passed  recommending  that  the  measure  he 
again  placed  on  the  ballot.  It  is  known  that  the  pro¬ 
ponents  of  this  scheme  are  not  slumbering  but  that 
they  are  planning  a  new  bill  which  will  be  less  per¬ 
nicious  from  the  public  standpoint,  but  fully  as  effec¬ 
tive  from  their  own.  . 

The  little  Water  and  Power  Act  which  has  l)een 
drafted  for  the  state  of  Washington  embodies  parts 
of  the  CalifoiTiia  measure  and  the  statutes  which 
govern  the  Ontaiio  Power  Commission,  together 
with  some  original  ideas  of  the  local  municipal  own¬ 
ership  propagandists.  It  declares  as  its  aim,  the 
conseiwation  of  the  resources  of  the  state  and  then 
goes  on  to  outline  some  amazing  powers  which  will 
be  vested  in  the  boards  which  it  creates.  Some  of 
these  powers  follow: 

CoTfstruct,  coodemn  or  purchase  and  operate  light, 
power,  irrigation,  water  supply,  drainage  and  telephone 
projects. 

Purchase  or  sell  light,  water,  or  power. 

Borrow  money  or  issue  bonds,  general  or  utility. 

Levy  general  tax  not  exceeding  two  mills. 


1 


242 


K 


*■ 


r 


vri 


\ 


f 


\\ 


\ 


a 


WORK  is  progressing  on  the 

Mvsfir*  T  .nV f>  Vivrlrnplpptri/*  Hf>- 


»  »  Mystic  Lake  hydroelectric  de¬ 
velopment  of  the  Montana  Power 
Company  in  southeastern  Montana, 
where  a  12,500-kva.  plant  is  being 
constructed.  West  Rosebud  Falls 
on  the  outlet  side  of  the  lake  con¬ 
tribute  a  portion  of  the  1,150-ft. 
head  under  which  the  turbines  will 
operate.  The  development  will  be 
completed  by  the  middle  of  1924. 
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A  Sales  Service  Program  for  Public  Utilities 

By*  Don  C.  Ray' 

Manager,  Bureau  of  Public  Relations, 

Pacific  Gas  and  Electric  Company,  San  Francisco,  California 


AT  no  time  in  the  history 
ilA  of  public  service  com- 
^  ^  panies  has  the  item 

of  good-will  weighed  so 
heavily  or  received  so  much 
attention.  It  has  come  to 
be  the  major  factor  in  the 
consideration  of  executives 
and  all  plans  for  utility  de¬ 
velopment  give  it  serious 
thought.  With  the  public 
good-will  all  things  are  pos¬ 
sible  but  without  that  good¬ 
will  ultimate  destruction 
looms.  This  has  been  writ¬ 
ten  boldly  in  the  pages  of  public  seiwice  history  and 
these  pages  have  marked  the  passing  of  the  old-time 
arbitrary,  “public-l)e-damned”  official. 

Many  companies  have  established  separate  de¬ 
partments  for  the  puipose  of  telling  the  company’s 
story  of  its  operations  and  for  selling  to  its  con¬ 
sumers  its  service  message.  These  departments  are 
of  increasing  importance  and  the  scope  of  their  work 
is  rapidly  broadening.  Very  logically  such  work  falls 
into  the  sales  category  and  is  generally  directed  by 
the  vice-president  in  charge  of  sales. 

Such  a  department,  organized  and  functioning 
under  R.  E.  Fisher,  vice-president  in  charge  of  public 
relations  and  sales  of  the  Pacific  Gas  and  Electric 
Company,  San  Francisco,  California,  has  made  not¬ 
able  progress  in  the  furtherance  of  public  relations 
and  has  in  addition  made  each  employee  of  that 
company  feel  that  he  individually  is  responsible  for 
the  success  of  the  entire  department. 

The  Pacific  Gas  and  Electric  Company  from  its 
inception  has  fully  appreciated  the  soundness  of  the 
theory  that  the  major  function  of  a  public  utility  is 
one  of  service  to  society.  Its  present  position  in  the 
utility  field  is  due  in  a  very  large  measure  to  the 
persistent  and  continuing  support  of  that  theory 
throughout  the  entire  period  of  its  growth.  It  was 
one  of  the  pioneers  in  this  respect  and  early  adopted 
its  trade  emblem  or  slogan  of  “Courteous — Continu¬ 
ous  Service.”  Throughout  its  entire  existence,  an 
effort  has  been  made  by  the  organization  that  the 
consuming  public  may  have  a  full  realization  of  the 
value  of  service  when  developed  in  its  truest  and 
broadest  sense. 

It  is  evident  then  in  arriving  at  a  service  sales 
program,  the  prime  objective  is  seiwice.  The  im¬ 
portance  of  sales,  however,  should  not  l3e  under¬ 
estimated.  It  must  be  conceded  that  commodity 
sales  are  a  vital  factor  in  the  success  of  all  industry. 
The  disposition  of  a  commodity,  however,  is  poorly 
made  unless  it  has  been  sold  with  a  view  of  render¬ 
ing  a  real  service  to  the  consuming  public,  and  to 
the  degi-ee  that  the  public  is  adequately  served 


depends  the  future  progi*ess 
of  the  industry.  Service  and 
sales  are  therefore  seen  to 
be  inter-related  and  inter¬ 
dependent,  and  their  devel¬ 
opment  will  best  be  accom¬ 
plished  when  due  recogni¬ 
tion  to  that  principle  is 
given. 

The  formulation  of  the 
service  sales  progiam  as 
now  in  effect  contemplates 
an  orderly  and  definite  plan 
to  successfully  and  speedily 
accomplish  one  main  objec¬ 
tive — the  maximum  use  and  value  to  the  consumer 
of  the  commodity  served. 

The  entire  program  is  predicated  on  enlisting 
the  earnest  support  and  cooperation  of  all  those 
whose  assistance  is  necessary  to  its  successful  ac¬ 
complishment.  This  is  outlined  in  the  nature  of 
self-interest  appeals  to  the  various  component  fac¬ 
tors  involved,  namely — 

First — Appeal  to  the  Employee 

Second — Appeal  to  the  Stockholder 

Third — Appeal  to  Consumer 

Fourth — Appeal  to  Dealer 

Fifth — Appeal  to  Public. 

The  employees  of  any  industry,  when  properly 
educated  and  instructed,  constitute  a  very  tangible 
and  important  asset.  The  employee’s  attitude  when 
contacting  with  the  consumer  or  public  reflects,  or 
should  reflect,  company  policies,  and  provides  the 
most  direct  expression  of  those  policies.  The  im¬ 
portance,  therefore,  of  proper  employee  attitude  is 
paramount.  It  is  obvious  that  if  the  employee  is  to 
perform  his  full  function  in  this  respect,  he  must  be 
kept  fully  conversant  with  the  company’s  basic  aims 
and  objects.  It  is  the  company’s  responsibility  to 
see  that  this  is  done  and  a  brief  description  of  the 
general  plan  followed  is  outlined  herewith. 

Appeal  to  the  Employee 

The  practice  of  the  company  in  performing  this 
responsibility  has  been  by  means  of  short  addresses 
by  a  competent  company  employee,  and  which  are 
presented  at  gioup  or  sectional  meetings  of  the  Em¬ 
ployees’  Association,  an  organization  6,000  strong. 
Some  idea  of  the  character  of  the  addresses  may  l)e 
had  from  the  following  list  of  subjects: 

1.  Definition  of  Ser\ice 

2.  Fundamental  Company  Policies 

3.  V’alue  of  Courtesy 

4.  Proper  Use  of  Telephone 

5.  Relation  of  Service  to  Good-Will 

6.  Advertising  Value  of  Employee  Contact  with  Con¬ 

sumer. 

7.  Sales  Possibilities  of  Employee 

8.  Ownership  of  Company  Securities. 
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The  major  function  of  a  public  utility  is 
service  to  society.  A  proper  conception 
of  this  duty  by  employees  and  its  interpre¬ 
tation  in  terms  of  desire  to  serve  build  for 
the  utility  a  consumer  organization  which 
becomes  a  stalwart  friend.  Mr.  Ray  has  pre¬ 
sented  a  plan  which  is  in  part  responsible  for 
the  development  of  good-will  by  a  leading 
western  utility. 
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At  the  conclusion  of  these  short  addresses,  the  meet¬ 
ing  is  conducted  as  an  open  forum  for  a  full  discus¬ 
sion  of  the  subject  presented.  The  employee  is 
impressed  with  his  importance  in  the  company  or¬ 
ganization,  and  is  encouraged  to  give  complete  ex¬ 
pression  to  his  individual  view.  As  indicative  of  this 
the  following  pledge  is  suggested  to  each  employee: 

“I  am  at  all  times  the  individual  personal  rep¬ 
resentative  of  and  for  this  company  regard¬ 
less  of  my  department  or  duties,  and  it  is 
for  me  to  see  that  the  policy  of  this  com¬ 
pany — that  of  rendering  service  in  its 
broadest  sense — is  carried  on.” 

Each  regular  employee  of  the  company  is  pro¬ 
vided  with  a  complaint  and  prospect  booklet  to  be 
carried  with  him  at  all  times,  and  to  be  used  for  the 
purpose  of  reporting  promptly  to  the  interested 
divisional  office  any  complaint  or  prospective  busi¬ 
ness  which  may  come  to  his  attention  in  his  contact 
with  the  consumer.  The  complaint  or  prospect  slip 
is  signed  by  the  employee  and  provides  a  record  by 
which  the  activity  of  any  particular  employee  may 
be  appropriately  acknowledged.  All  slips  forwarded 
are  at  once  referred  to  either  the  service  or  sales 
department,  as  the  case  may  be. 

Appeal  to  Stockholders 

District  stockholder  meetings  at  all  central 
points  on  the  company’s  system  are  held  from  time 
to  time.  Altogether  some  24  of  these  meetings  have 
been  conducted.  They  are  addressed  by  officers  of 
the  company,  who  present  a  general  report  on  the 
company’s  activities,  its  accomplishments  and  its 
problems.  The  stockholders  are  urged  to  offer  con¬ 
structive  suggestions  and  criticisms  concerning  the 
conduct  of  the  company’s  affairs. 

All  stockholders  are  placed  on  the  mailing  list 
for  the  company  magazine,  a  copy  being  forwarded 
them  each  month.  In  addition  to  this,  they  ai’e  from 
time  to  time  circularized  with  informative  literature 
pertaining  to  the  company’s  activities.  It  is  the  aim 
to  keep  the  stockholder  informed  at  all  times  of  just 
what  the  company  is  doing  and  to  enlist  his  support 
and  assistance  in  every  way  possible,  that  the  service 
which  the  company  is  endeavoring  to  render  may  be 
consistently  maintained  at  a  high  standard. 

Appeal  to  Consumer 

All  large  power  and  gas  consumers  are  being 
circularized  with  a  letter  expressing  the  company’s 
appreciation  of  their  business,  defining  the  service 
of  the  company  in  its  largest  sense,  and  calling  atten¬ 
tion  to  the  engineering  seiwice  which  the  company 
maintains  to  improve  the  efficient  use  of  its  com¬ 
modities.  A  copy  of  this  letter  which  is  sent  out 
over  the  signature  of  the  local  division  manager  is 
given  below. 

“The  Pacific  Gas  and  Electric  Company  g^reatly  appre- 
ciate.s  your  business  and  desires  to  render  you  the  best 
possible  service  at  all  times.  We  are  constantly  expanding 
and  improving  facilities  in  order  that  our  ser\'ice  to  you 
and  our  other  customers  may  be  efficient  and  reliable. 

“W'e  maintain  a  staff  of  expert  sales  engineers  who 
would  be  glad  to  help  you  solve  any  problems  in  your  business 
relative  to  illumination,  power  or  heating,  either  gas  or  elec¬ 
tric;  and  their  service  in  an  advisory  or  consulting  capacity 


is  placed  at  your  disposal  free  of  charge.  A  systematic  can¬ 
vass  of  all  large  consumers  is  now  being  conducted  and  our 
experts  will  call  upon  you  in  due  course,  but  if  you  have  any 
specific  problems  that  require  immediate  action,  if  you  will 
kindly  write  or  telephone  to  our  nearest  office,  your  request 
will  receive  prompt  attention. 

“We  would  welcome  suggestions  from  you  at  any  time 
as  to  how  our  service  may  be  made  more  satisfactory.” 

Return  postal  cards  are  mailed  to  all  consumers, 
the  return  addresses  being  to  the  local  divisional 
office.  The  following  appears  on  the  body  of  the 
postal  card: 

“We  appreciate  the  opportunity  of  serving  you  and  it  is 
our  constant  endeavor  to  make  that  service  as  nearly  perfect 
as  possible.  If  we  have  not  fully  accomplished  this  purpose, 
you  are  urged  to  make  reply  to  the  questions  appearing  on 
the  return  postal  card  attached,  and  mail  it  promptly  to  this 
office.  Either  complaint  or  request  or  both,  will  receive  our 
best  attention.” 

This  card  is  signed  by  the  local  division  manager. 
On  the  reverse  side  of  the  postal  card  the  following 
questions  appear: 

(1)  Is  the  service  being  rendered  you  by  this  company 
satisfactory?  If  not,  what  suggestions  have  you 
for  its  improvement? 

(2)  Have  you  made  any  complaints  of  our  service  that 
have  not  been  given  prompt  and  proper  attention? 

(3)  In  dealing  with  you,  are  all  our  employees  cour¬ 
teous? 

(4)  Do  you  desire  any  information  concerning  the  vari¬ 
ous  applications  and  use  of  our  commodities? 

Space  is  provided  for  the  name  and  address  of 
the  consumer.  Replies  to  these  postal  cards  are 
promptly  referred  to  the  interested  department,  and 
special  attention  given  to  any  requests  or  com¬ 
plaints  received.  A  complete  record  of  all  postal 
cards  issued,  replies,  complaints  and  requests  re¬ 
ceived,  are  kept  in  the  various  divisions  and  a 
monthly  report  forwarded  to  the  head  office. 

A  systematic  canvass  of  all  large  power  and  gas 
consumers  is  being  conducted  by  the  company’s  sales 
staff.  The  consumer  is  advised  of  the  company’s 
facilities  for  rendering  service  and  of  the  organiza¬ 
tion  it  maintains  for  providing  engineering  assist¬ 
ance  in  any  problems  involved  in  the  more  efficient 
use  of  its  commodity.  The  results  from  this  can¬ 
vass  to  date  have  been  most  satisfactory. 

Appeal  to  Dealers — Industrial  Cooperation 

The  appeal  to  dealers  is  generally  carried  on 
through  organized  societies  in  the  industry,  embrac¬ 
ing  both  gas  and  electric.  By  constant  contact  with 
those  organizations  they  are  kept  advised  of  the 
company’s  policies  as  affects  their  particular  needs. 
The  representatives  of  the  company  meet  with  these 
respective  organizations  from  time  to  time  for  the 
purpose  of  discussing  any  problems  which  may  be 
of  mutual  interest.  It  is  felt  that  it  is  only  through 
free  discussion  of  such  problems  that  the  fullest 
measure  of  service  will  redound  to  the  public.  Most 
encouraging  results  are  secured  through  this  co¬ 
operation. 

A  definite  tie-in  is  maintained  with  the  Califor¬ 
nia  Electrical  Cooperative  Campaign  in  its  various 
endeavors  for  educational  plans,  such  as  the  traveling 
show  window  exhibit,  electric  homes,  public  school 
film  exhibit,  convenience  outlet  campaign,  demon¬ 
strations,  etc.  The  results  of  this  tie-in  are  obvi¬ 
ously  good.  Similarly  a  tie-in  is  maintained  with  the 
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Gas  Appliance  Society,  an  organization  of  dealers 
working  cooperatively  to  effect  better  merchandising 
methods  and  the  sale  of  high-class  equipment.  This 
movement  is  producing  splendid  results. 

Contact  is  also  maintained  with  business  organi¬ 
zations  and  associations,  farm  bureaus,  etc.  This 
contact  includes  presentation  of  lectures  and  educa¬ 
tional  talks  regai’ding  the  company’s  properties  and 
problems.  These  contacts  have  been  instrumental  in 
acquainting  a  large  number  of  consumers  with  the 
company’s  policy  and  with  the  organization  it  has 
provided  to  efficiently  and  adequately  serve  the 
public. 

Appeal  to  Public 

Display  advertising  is  caiTied  in  a  large  number 
of  publications  in  the  territory  served.  These  con¬ 
sist  of  institutional  and  sales  advertisements,  the 
character  and  nature  of  which,  for  obvious  reasons, 
it  is  not  necessary  to  mention  here.  Demonstrations 
at  representative  fairs  and  expositions  are  main¬ 
tained  in  addition  to  those  carried  on  continually  in 
the  various  divisions  of  the  company.  These  demon¬ 
strations  are  primarily  for  the  puiTX>se  of  effecting 
sales,  but  are  designed  in  such  a  way  that  a  message 
of  service  is  conveyed  to  all  of  those  attending.  A 
very  large  number  of  consumers  and  the  public  gen¬ 
erally  is  annually  reached  through  the  medium  of 
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those  demonstrations,  and  their  effectiveness  from  a 
standpoint  of  both  service  and  sales  is  apparent. 

Educational  trips  to  company  properties  has 
become  a  regular  feature  of  company  activities.  A 
large  number  of  consumers,  representative  men  in 
all  lines  of  business,  have  been  afforded  the  oppor¬ 
tunity  of  first-hand  observation  of  the  company’s 
properties  and  organization. 

Unquestionably  the  magnitude  of  the  various 
company  developments  is,  by  this  method,  much 
more  easily  comprehended,  and  the  visitor  is  almost 
invariably  impressed  with  a  better  realization  of 
what  the  public  utility  companies  have  actually  ac¬ 
complished,  and  the  important  part  they  are  taking 
in  the  industrial  development  of  the  community. 

This,  in  brief,  is  the  outline  of  the  Service  Sales 
Program  of  the  Pacific  Gas  and  Electric  Company. 
No  illusions  are  harbored  that  it  is  either  perfect  or 
entirely  original.  Modifications  and  expansion  have 
been  and  will  continue  to  be  made  as  experience  may 
dictate.  Fundamentally,  however,  the  plan  is  sound 
and  in  its  practical  operation  to  date  has  clearly 
demonstrated  the  many  advantages  derived  and  pos¬ 
sible  of  attainment  in  its  careful  and  continuous  ap¬ 
plication.  It  is  rapidly  proving  itself  a  constructive 
instrument  by  which  may  be  accomplished  the  main 
objective  previously  mentioned — ^the  maximum  use 
and  value  to  the  consumer  of  the  commodity  served. 


The  Cost  of  Operating  Electric  Appliances 


Every  active  member  of  the  sales  force  of  every 
central  station  in  the  country  and  every  dealer’s 
employee  knows  that  the  most  frequently  asked 
question  in  connection  with  an  electric  appliance  is, 
“What  does  it  cost  to  operate?’’  Whether  it  be  a 
range,  a  flat  iron,  a  grill  or  a  heating  pad  this  same 
old  bugbear  arises  and  the  sale  of  appliances  has 
often  been  retarded  because  of  lack  of  proper  and 
intelligent  explanation.  This  is  largely  due  to  the 
general  lack  of  understanding  of  electricity  and  elec¬ 
trical  terms.  Only  a  small  per  cent  of  the  general 
public  knows  what  the  rating  of  a  device  really 
means  and  probably  a  much  smaller  per  cent  can  in- 
teipret  that  rating  in  terms  of  the  cost  of  operation. 
Central  stations  have  had  endless  complaints  due  to 
this  condition  and  have  spent  many  thousands  of 
dollars  in  an  effort  to  clarify  the  seeming  mystery 
surrounding  the  operating  cost  of  domestic  energy 
consuming  devices.  Dealers  have,  in  isolated  in¬ 
stances,  made  attempts  to  assist  their  customers 
along  this  line  but  no  uniform  or  concerted  move¬ 
ment  has  ever  l)een  made  to  express  operating  costs 
in  a  way  that  could  be  easily  assimilated  by  the  non¬ 
electrical  public. 

The  San  Diego  Consolidated  Gas  &  Electric 
Company,  recognizing  the  value  of  the  domestic 
appliance  load  and  realizing  the  necessity  for  a  cleai’ 
understanding  of  the  operating  cost  of  the  more 
popular  devices,  has  prepared  a  handy  table  in  the 
form  of  a  four-page  card  showing  the  cost  of  opera¬ 
tion,  based  on  their  existing  energy  schedules,  of  the 
most  frequently  used  domestic  devices.  This  card  is 


supplied  free  of  charge  to  all  electrical  dealers  in 
quantity  as  desired  and  is  distributed  gi-atis  to  con¬ 
sumers  by  the  dealers. 

Preceded  by  a  brief  discussion  of  the  value  of 
the  convenience  outlet  for  the  really  convenient  use 
of  electrical  appliances  the  card  contains  the  follow¬ 
ing  table  of  operating  costs : 


Apparatus 

Watts 

Approximate 
Cost  in  Cents 

Air  heaters  . 

.  600 

Per  Hour 

5 

Chafing  dishes  . . 

.  600 

5 

Curling  irons  . 

.  25 

1/5 

Disk  stoves  . 

.  600 

5 

Dish  washers  . 

.  200 

1^ 

Fans  (10-in.)  . 

.  75 

% 

Grills  . 

.  600 

5 

Heating  pads  . 

.  50 

Vz 

Immersion  heaters  ... 

.  500 

4 

Ironing  machines  (ga; 

s  heat) .  200 

1^ 

Irons  (6-lb.)  . 

.  600 

5 

Percolators  . 

.  450 

31/4 

Samovars  . 

.  450 

3^ 

Sewing  machines  . 

.  25 

1/5 

Stoves  . 

.  600 

5 

Toasters  . 

.  500 

4 

Vacuum  cleaners  . 

.  125 

1 

Waffle  irons  . 

.  500 

4 

Washing  machines  ... 

.  250 

2 

The  value  of  such 

a  card  has  been 

SO  generally 

recognized  by  the  trade  that  all  dealers  are  availing 
themselves  of  the  opportunity  to  secure  a  liberal 
supply  and  have  shown  their  appreciation  of  this 
effort  on  the  part  of  the  central  station. 
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Electric  Range  and  Water  Heater  Survey 

of  Pacific  Northwest 


The  electric  range  and 
water  heater  have 
assumed  positions  of 
prime  importance  in  the 
field  of  cuiTent  consuming 
devices  which  are  command¬ 
ing  the  attention  of  the 
western  central  stations  as 
sources  of  increased  load. 

Both  have  passed  through 
severe  experimental  periods 
and  each  has  demonstrated 
its  desirability  both  from 
the  standpoint  of  the  cen¬ 
tral  station  and  the  ultimate  consumer. 

Consumer  arguments  are  too  numerous  to  men¬ 
tion.  Manufacturers  and  central  stations  have 
evolved  elaborate  merchandising  campaigns,  which, 
although  primarily  educational,  are  achieving  re¬ 
markable  results.  Cooking  schools  and  demonstra¬ 
tions  are  being  successfully  employed  to  convince 
the  housewife  that  electric  cookery  is  the  most  mod¬ 
em,  the  most  sanitary  and  most  economical  method 
of  preparing  food.  Attractive  rate  schedules  have 
been  placed  into  effect  which  constitute  an  added 
inducement  to  the  housewife  to  cook  electrically. 
While  less  attention  has  been  paid  to  w'ater  heating, 
intensive  sales  effort  is  demonstrating  that  this 
phase  of  domestic  service  possesses  equal  if  not 
gi*eater  opportunities  than  electric  cookery. 

Central  stations  which  have  been  passive  in  the 
past  have  realized  the  desirability  of  this  character 
of  load  and  are  actively  pushing  sales.  They  have 
been  quick  to  recognize  its  many  advantages  both 
from  the  standpoint  of  its  desirable  load  factor, 
which  often  excels  that  of  motors,  and  from  the 
standpoint  of  its  high  diversity  factor  which  fre¬ 
quently  runs  as  high  as  one  to  ten,  especially  in  the 
case  of  large  apartment  houses.  The  attractive  rate 
and  high  revenue  per  kilowatt-year  have  been  fur¬ 
ther  inducements  to  the  central  station  which  has 
overlooked  this  opportunity  for  more  and  better 
business.  In  the  case  of  revenue  per  kilowatt-year, 
it  has  been  demonstrated  by  many  western  central 
stations  that  $9.50  is  a  fair  average  annual  return 
to  expect  from  each  kilowatt  of  range  load  installed. 
In  many  instances  this  has  been  considerably  higher. 
This  load,  occurring  at  off-peak  periods  in  the  main, 
serves  to  fill  in  load  valleys  and  to  stabilize  system 
load  factors.  In  the  case  of  water  heaters  the  aver¬ 
age  annual  return  per  kilowatt  has  been  double  that 
of  a  range.  These  few  facts  prove  that  here  is  a  type 
of  load  which  cannot  be  overlooked. 

Perhaps  in  no  district  in  the  country  have 
greater  strides  been  made  in  developing  the  electric 
range  and  water  heater  load  than  in  the  Pacific 
Northwest,  where  at  the  present  time  there  is 


approximately  one  range 
for  every  20  residential 
consumers  and  one  water 
heater  for  every  35  con¬ 
sumers  of  this  type.  A  bet¬ 
ter  idea  of  the  importance 
of  this  figure  can  be  gained 
when  it  is  pointed  out  that 
at  the  beginning  of  1923 
the  degree  of  electric  range 
saturation  in  California, 
which  is  conceded  to  be  one 
of  the  most  highly  electri¬ 
fied  states  in  the  Union, 
was  found  to  be  in  the  proportion  of  but  1  to  80. 

Results  from  a  survey  of  the  range  and  water 
heater  situation  in  the  Pacific  Northwest,  which  has 
just  been  completed  by  the  Journal  of  Electricity, 
show  that  on  July  1,  1923,  there  w'ere  in  operation 
on  the  lines  of  the  central  stations  in  Oregon,  Wash¬ 
ington,  Idaho  and  Montana  a  total  of  26,166  electric 
ranges  and  13,436  electric  water  heaters.  During 
the  first  six  months  of  the  current  year  there  were 
sold  in  the  territory  served  by  these  central  stations 
3,692  ranges  and  1,781  water  heaters.  This  is  an 
increase  of  16.4  per  cent  in  the  total  number  of 
ranges  connected  to  the  lines  and  15.3  per  cent  in  the 
total  number  of  water  heaters.  If  this  sales  effort  is 
continued  through  the  balance  of  the  year  an  in¬ 
crease  in  range  load  of  35  per  cent  is  to  be  expected, 
while  the  water  heater  load  will  easily  increase 
30  per  cent. 

Notable  sales  records  have  been  established  by 
some  of  the  central  stations.  The  Idaho  Powder  Com¬ 
pany,  with  a  total  of  5,069  ranges  connected  on  July 
1,  added  356  ranges  during  the  first  half  of  the  year. 
The  Montana  Power  Company  increased  the  number 
of  ranges  on  its  lines  by  551  in  the  same  period,  the 
Portland  Railway,  Light  &  Powder  Company  by  685, 
the  Puget  Sound  Powder  &  Light  Company  by  509 
and  the  Washington  Water  Pow  er  Company  by  641. 
The  number  of  ranges  on  the  lines  of  the  Puget 
Sound  Power  &  Light  Company  w^as  increased  79 
per  cent  in  six  months,  while  the  number  of  water 
heaters  seiwed  by  the  Portland  Railway,  Light  & 
Powder  Company  showed  a  58  per  cent  inci’ease  in  this 
time. 

On  the  basis  of  an  average  of  7  kw.  per  range 
installed  the  estimated  increase  in  load  effected 
through  this  electric  range  sales  activity  is  25,844 
kw'.,  with  an  estimated  annual  revenue  of  $250,000. 
Since  the  majority  of  the  water  heaters  are  served  on 
a  flat  rate,  no  estimate  of  the  return  to  be  expected 
from  this  increase  in  load  can  be  made. 

The  majority  of  the  companies  reported  between 
40  and  50  per  cent  of  the  electric  ranges  served  by 
them  as  having  water  heaters  in  conjunction.  A 


A  questionnaire  recently  sent  out  by  the 
Journal  of  Electricity  shows  that  enor¬ 
mous  strides  have  been  made  in  the  Pacific 
Northwest  in  promoting  range  and  water 
heating  load.  A  total  of  3,692  ranges  have 
been  sold  during  the  first  six  months  of  this 
year.  There  is  now  one  range  in  service  for 
every  20  domestic  consumers  and  one  water 
heater  for  every  35  consumers  of  this  type. 
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notable  record  has  lieen  established  by  the  Washing¬ 
ton  Water  Power  Company,  for  on  its  lines  90  per 
cent  of  the  homes  containing  ranges  also  contain 
electric  water  heaters. 

Practically  all  of  the  water  heaters  operate  in¬ 
dependently  of  the  ranges  although  in  a  few  instances 
heaters  are  installed  on  a  double  throw  switch  with 
the  range.  It  has  been  the  experience  of  some  of  the 
larger  companies  that  it  is  better  practice  to  operate 
the  w’ater  heater  on  a  double  throw  switch  against 


a  time  switch  on  water  heaters  so  regulated  as  to  cut 
the  heaters  off  during  a  four-hour  peak  period.  The 
majority  of  the  companies  replied  negatively.  The 
Enterprise  Electric  Company,  the  Idaho  Power  Com¬ 
pany,  and  the  Pacific  Power  &  Light  Company  re¬ 
ported  that  they  would  be  interested  in  such  a  de¬ 
vice. 

Considerable  attention  is  being  paid  to  heavy 
duty  cooking  and  heating  equipment  by  the  com¬ 
panies  in  the  Northwest.  Large  installations  which 


Results  of  Electric  Range  and  Water  Heater  Survey  of  Pacific  Northwest 


COMP.VNY 

Ranges 

on  Lines 
July  1. 
1923 

Ranges 
Sold  First 
Six  Months 
1923 

Increase 
Per  Cent 

Water 
Heaters 
July  1, 
1923 

Water 
Heaters 
Sold  First 
Six  Months 
1923 

Increase 
Per  (^nt 

Percentage 
of  Ranges 
with  Water 
Heaters 
in  Service 

Operated 
Independ¬ 
ent  or  on 
D.T. 
Switch 

Wattage 

Water 

Heater 

Recom¬ 

mended 

No.  Years  i 

Supplying 

Ran^and 

Heater 

Service 

Bend  Water,  Light  &  Power  Co. 

250 

12 

5.0 

2,50 

12 

5.0 

All 

Ind. 

1,000 

10 

B.  C.  Electric  Ry.  Co.,  Ltd . 

1,000 

129 

14  8 

650 

80 

14  0 

Few 

Ind.  / 

750 

7 

1 

1,000 

California  Oregon  Power  Co . 

Lost 

130 

14  1 

757 

111 

17.2 

61  ( 

5.32onDTj 

l.COOx 

12 

1 

Switch  1 

3,000x 

Deschutes  Power  Co . 

17 

1 

6  2 

37 

1 

3  0 

50 

Ind. 

600 

8 

Enterprise  Electric  Co . 

91 

11 

13  7 

47 

9 

23  7 

50 

Ind. 

750 

10 

Idaho  Power  Co . 

5,069 

356 

7  5 

4,495 

458 

11  4 

i^nnn 

21 

36 

1 

2  9 

16 

7 

Montana  Power  Co . 

3,359 

551 

19  6 

27 

6 

28  2 

0  8 

Ind. 

600 

13 

Mt.  States  Power  Co . 

426 

38 

10  0 

192 

40 

26  3 

45 

DT  Sw’ch 

600 

5 

Northwestern  Electric  Co . 

881 

185 

23  2 

155 

69 

80.0 

16 

Ind.  / 

750 

8 

1 

1,000 

Pacific  Power  &  Light  Co . 

696 

97 

16  2 

409 

48 

13  3 

58 

DT  Sw’ch 

750 

13 

Portland  Ry.  Light  &  Power  Co.. . 

2,550 

685 

36  7 

.509 

187 

.58  0 

17.5  ( 

75%  on 

750 

10 

\ 

DT  Sw’ch 

Puget  Sound  Power  &  Light  Co. . . 

1,153 

509 

79  0 

463 

42 

10  0 

40 

Ind. 

750 

11 

Washington  Water  Power  Co . 

4,576 

641 

16  3 

3,899 

575 

17.3 

90  1 

DT  Sw’ch 

750 

10 

\ 

with  oven 

Wood  River  Power  Co . 

105 

12 

12  9 

30 

8 

36.3 

30 

Ind. 

600 

7 

City  of  Tacoma . 

2,500* 

75 

3.1 

1,000* 

30 

3.0 

50 

Ind. 

3,500 

6 

City  of  Seattle . 

2,403 

551 

29.8 

500 

105 

26.6 

20 

Ind. 

750 

14 

Totals . 

26,166 

3,692 

16  4 

13,436 

1,781 

15  3 

•Estimated. 


xSize  heater  depends  on  whether  flat  or  metered  rate  is  available. 


all  or  a  portion  of  the  range.  In  this  manner  lo^ 
factor  is  increased  as  is  the  diversity  factor. 

Low  wattage  water  heaters  operating  continu¬ 
ously  are  recommended  by  the  majority  of  the  re¬ 
porting  companies.  In  the  accompanying  table,  the 
heaters  recommended  are  for  a  family  of  four  with  a 
suitably  lagged  tank.  The  most  popular  sizes  of 
heaters  are  the  600,  750  and  1,000-watt  types.  These 
small  heaters  are  used  because  of  the  flat  rate  policy 
which  is  in  effect  in  the  Northwest.  In  those  locali¬ 
ties  where  flat  rates  are  not  available,  larger  sized 
heaters  are  recommended. 

Electric  range  and  water  heater  service  has  been 
supplied  by  the  various  central  stations  for  periods 
ranging  from  5  to  14  years.  In  the  case  of  the  Mon¬ 
tana  Power  Company  water  heater  service  has  been 
supplied  only  for  the  past  three  years. 

Companies  were  also  asked  to  report  whether  or 
not  their  systems  would  benefit  through  the  use  of 


include  bake  ovens,  water  heaters,  hotel  and  restau¬ 
rant  type  ranges  and  other  equipment  are  reported. 
Some  of  these  follow: 

The  California  Oregon  Power  Company,  4  instal¬ 
lations  of  124  kw. 

The  Montana  Power  Company,  28  installations 
of  597  kw. 

Northwestern  Electric  Company,  98  bake  ovens, 
total  of  1,432  kw. 

Portland  Railway,  Light  &  Power  Company,  19 
bake  ovens,  433  kw. 

City  of  Tacoma,  7  bakeries,  175  kw. 

Mountain  States  Power  Company,  5  bakeries, 
145  kw. 

Bend  Water,  Light  &  Power  Company,  4  installa¬ 
tions,  241  kw. 

City  of  Seattle,  50  bake  ovens,  1,000  kw. 
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A  Successful  Campaign  for  Better 
Store  Illumination 


WITH  all  the  thought 
and  attention  that 
has  been  given  to 
commercial  lighting,  the 
fact  remains  that  the  ma¬ 
jority  of  stores  are  not  ade¬ 
quately  lighted.  This  may 
be  seen  any  night  on  the 
streets  of  any  city  in  the 
country.  The  matter  has 
been  the  subject  of  much 
discussion  and  a  great  deal 
of  -  thought  has  been  given 
to  improving  commercial 
illumination  conditions.  The 
lamp  manufacturers  are 
constantly  striving  to  improve  lamp  efficiency  and  to 
decrease  unit  lighting  costs.  Engineers  are  per¬ 
sistently  trying  to  provide  better  adaptability  of 
equipment  and  to  increase  the  effective  result  of  illu¬ 
mination. 

It  is  recognized  by  all  concerned  that  poor  illu¬ 
mination  means  a  very  definite  and  serious  economic 
loss.  There  is  a  merchandising  axiom,  “Goods  well 
displayed  are  half  sold.”  Without  properly  engi¬ 
neered  and  adequate  lighting  goods  cannot  be  well 
displayed  and  sales  resistance  is  increased  exactly  as 
lighting  efficiency  is  decreased.  Volumes  have  been 
wi'itten  on  illumination  practice  and  the  entire  indus¬ 
try  is  cooperating  in  an  effort  to  improve  lighting 
conditions. 

Association  is  today  the  keynote  of  activity. 
Cooperation  is  rapidly  coming  into  its  own  and  is 
being  recognized  as  the  real  step  to  successful 
endeavor.  The  electrical  industry  has  readily  grasped 
the  importance  of  unity  and  is  steadfastly  proceeding 
along  cooperative  lines.  Various  clubs  and  associa¬ 
tions  for  the  promotion  of  mutual  benefit  and  under¬ 
standing  are  successfully  pursuing  their  well-defined 
plans  and  are  reaping  returns  never  before  thought 
possible.  This  applies  particularly  to  lighting  cam¬ 
paigns. 

A  splendid  example  of  what  can  be  accom¬ 
plished  for  mutual  good  by  cooperative  effort  is  evi¬ 
denced  by  a  recent  illumination  survey  campaign 
made  effective  by  the  Salt  Lake  City  branch  of  the 
Association  of  Electragists,  International.  The  first 
step  was  the  establishment  of  a  Lighting  Service 
Bureau  which  was  opened  on  March  15,  1923.  The 
movement  is  towards  the  better  understanding  and 
application  of  the  best  practice  in  lighting. 

The  objects  of  the  new  bureau  are:  to  better 
acquaint  the  user  of  electric  service  with  the  value 
of  good  lighting,  to  collect  and  distribute  data  of 
value  to  the  electragist  and  to  give  to  the  customer 
a  definite  engineering  service  in  the  planning  of  new 
lighting  or  the  remodeling  of  an  existing  installation. 


The  personnel  of  the  bureau 
includes  the  local  represen¬ 
tative  of  each  of  the  three 
leading  lamp  manufactur¬ 
ers  who  act  as  an  advisory 
committee.  Thus  expert 
factory  assistance  is  at 
once  obtained  and  in  a  co¬ 
operative  and  impartial 
way.  The  various  plans 
and  specifications  are  pre¬ 
pared  by  the  central  station 
lighting  sales  department 
and  are  referred  to  this 
committee  for  approval  and 
revision,  if  necessary.  With 
the  latest  scientific  information  placed  at  the  dis¬ 
posal  of  this  committee  by  the  lamp  manufacturers 
and  derived  from  other  sources,  it  is  possible  to  care¬ 
fully  analyze  each  particular  job  and  to  offer  to  the 
customer  a  lighting  layout  that  is  up-to-date  and 
which  leaves  nothing  to  be  desired. 

The  first  move  of  the  bureau  was  to  address  a 
circular  letter  to  all  stores  and  business  houses  in 
the  commercial  district,  announcing  the  opening  of 
the  bureau  and  offering  its  seiwices  on  any  lighting 
problem  at  hand  or  presented.  From  this  mailing 
list  of  business  houses  was  selected  another  list  of 
280  stores,  including  those  selling  drugs,  dry  goods, 
cigars,  notions,  gent’s  furnishings,  women’s  apparel, 
flowers,  candies,  jewelry,  shoes,  groceries,  furniture, 
music,  rugs,  books  and  hardware.  Thus  a  compre¬ 
hensive  selection  of  the  various  industries  was  ob¬ 
tained. 

A  letter  was  sent  to  each  store  owner  asking 
his  permission  to  make  a  survey  of  his  lighting.  A 
copy  of  this  letter,  which  was  sent  out  on  special  sta¬ 
tionery  carrying  the  Lighting  Service  Bureau’s 
name,  is  as  follows : 

“W’^e  have  previously  addressed  you  announcing 
the  opening  of  the  Lighting  Service  Bureau  in  Salt 
Lake  City. 

“This  Bureau  has  been  requested  to  furnish  sta¬ 
tistics  on  the  present  standards  of  lighting  in  Salt 
Lake  City.  These  statistics  have  been,  or  are  now 
being  prepared  on  other  cities  throughout  the  United 
States. 

“For  the  pui-pose  of  collecting  data  with  which 
to  prepare  this  information,  we  are  asking  your  co¬ 
operation  in  allowing  us  to  make  a  survey  of  your 
lighting  installation.  This  survey  will  not  be  in  the 
nature  of  an  inspection  of  wiring  and  lighting  equip¬ 
ment,  but  will  determine  the  type  of  luminaire  used, 
and  the  amount  of  illumination  delivered.  Our  repre¬ 
sentative  will  ask  your  verbal  permission  before 
making  this  survey. 

“We  assure  you  that  this  survey  will  in  no  way 


By'  L.  B.  Gawan 

Sales  Department, 

Utah  Power  &  Light  Company 

Through  the  cooperation  of  lamp  man¬ 
ufacturers,  central  station  and  contractor, 
dealers,  a  campaign  for  better  store  illumina¬ 
tion  has  been  started  in  Salt  Lake  City  which 
is  achieving  remarkable  results.  The  methods 
which  have  been  employed  are  such  that 
they  can  be  effectively  adopted  by  the  elec¬ 
trical  industry  in  any  city  in  the  West. 


Great  strides  have  been 
made  in  Salt  Lake  City  in 
commercial  illumination.  A  cam¬ 
paign  in  which  all  branches  of 
the  industry  participated  has 
brought  remarkable  results.  The 
three  views  shown  herewith  de¬ 
pict  some  of  the  installations 
which  have  been  made  in  the 
stores  of  the  merchants  of  that 
city  as  a  result  of  the  campaign. 
At  the  top  is  the  interior  of  The 
Mode,  a  ladies’  wearing  apparel 
establishment,  where  the  inten¬ 
sity  was  rai.sed  from  3  to  10 
foot-candles,  and  where  show 
case  lights  and  special  mirror 
brackets  were  also  installed.  In 
the  center  are  the  windows  of  the 
Keith-O’Brien  Company  after  a 
new  installation  was  made.  Be¬ 
low  is  a  view  of  the  interior  of 
the  same  store  showing  the  new 
ceiling  units  which  were  in¬ 
stalled. 
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obligate  you,  and  that  you  will  not  be  asked  to  make 
any  changes  whatever. 

“Any  cooperation  that  you  can  give  us  in  this 
matter  will  be  greatly  appreciated. 

“Yours  for  Better  Lighting  Service.” 

This  list  was  distributed  by  lot  among  the  seven 
electragist  members  of  the  association,  each  member 
drawing  forty  names.  Each  electragist  then  made  a 
survey  of  the  stores  allotted  to  him  in  order  to 
analyze  carefully  the  specific  problem  of  each  store. 
A  foot-candle  meter  and  special  field  note  forms  were 
used,  which  forms  permitted  of  tabulation  of  all  the 
data  necessary  for  an  intelligent  and  careful  analysis 
of  the  information  obtained.  From  the  information 
furnished  by  these  field  notes  the  bureau  made  up  a 
report  of  the  situation  and  wrote  the  store  owner 
showing  the  actual  condition  of  his  lighting  instal¬ 
lation  as  compared  with  accepted  standards.  Com¬ 
ments  were  instructive  in  character  and  were  made 
under  the  following  headings:  Illumination  Values, 
Arrangement  of  Lighting  Units,  Lamps  and  Reflect¬ 
ing  Equipment,  Maintenance,  and  Summaiy.  At¬ 
tached  to  this  report  was  a  letter  addressed  to  the 
attention  of  the  person  interviewed  at  the  time  the 
field  notes  were  taken.  He  was  thanked  for  his  co¬ 
operation  in  allowing  the  survey  to  be  made,  and  the 
value  of  good  lighting  as  an  economic  factor  in  selling 
his  merchandise  was  stressed.  The  services  of  the 
Bureau  were  offered,  either  from  the  standpoint  of 
better  utilization  of  the  lighting  equipment  he 
already  has  installed,  or  in  the  design  of  a  new  light¬ 
ing  system. 

The  improved  lighting  in  those  stores  where 
changes  were  made  has  resulted  most  satisfactorily, 
for. working  conditions  have  been  improved,  mer¬ 
chandise  is  better  displayed  and  more  advantageously 
sold  and  store  owners  are  well  pleased.  However, 
from  this  one  series  of  letters,  the  cumulative  value 
cannot  be  estimated  and  the  necessity  for  a  follow-up 
campaign  is  recognized.  There  are  on  hand  several 
plans  and  specifications  which  have  been  prepared  by 
the  Bureau  in  this  campaign  on  which  the  work  will, 
no  doubt,  be  done  this  fall.  Many  merchants  who 
have  not  remodeled  their  lighting  systems,  have 
leaiTied,  through  this  campaign,  that  their  lighting  is 
not  up-to-date,  that  it  is  reacting  to  their  disadvan¬ 
tage  and  they  consequently  can  be  more  easily  ai>- 
proached  when  business  conditions  will  peimit  of  the 
investment. 

The  second  step  of  the  campaign  was  a  more 
concentrated  effort  to  sell  show  window  lighting.  A 
portable  display  window  was  constructed,  equipped 
with  spot  and  color  lighting  effects.  The  aid  of  the 
local  advertising  club  was  solicited  and  readily  ob¬ 
tained  and  under  its  auspices  a  luncheon  meeting  was 
held  at  which  a  demonstration  of  the  window  display 
was  given. 

Sixty  merchants  and  advertising  men  attended 
and  the  display  was  enthusiastically  received.  For  a 
period  of  four  weeks  merchants  were  invited  to  use 
the  windows  of  the  Utah  Power  &  Light  Company  to 


display  their  merchandise.  Each  merchant  was 
allowed  the  use  of  the  window  for  three  days  and 
the  exhibitor  trimmed  the  window  according  to  his 
own  ideas,  except  for  the  lighting  technic  which  was 
handled  by  the  Bureau.  The  superior  attractiveness 
of  a  correctly  lighted  window  was  well  demonstrated 
and  the  color  lighting  effects  were  changed  to  har¬ 
monize  with  each  new  display  by  simply  changing 
the  color  screens  and  the  location  of  portable  spot 
and  floor  units.  Circular  letters  were  also  sent  to 
the  merchants  stressing  the  value  of  color  lighting 
as  a  sales  maker.  A  great  deal  of  interest  was  shown 
in  this  phase  of  the  campaign  and  the  windows  never 
failed  to  draw  a  crowd. 

Salt  Lake  City  now  has  a  number  of  model  dis¬ 
play  window  lighting  installations,  and  there  are  a 
number  of  others  already  planned,  or  under  construc¬ 
tion,  as  a  result  of  these  demonstrations.  The  cam¬ 
paign  will  be  continued  indefinitely  and  increasing 
results  are  confidently  expected,  particularly  as  ad¬ 
vantage  is  taken  of  the  scientific  advances  in  illumi¬ 
nation  practice.  .* 


China  Offers  Profitable  Fan  Market 

Due  to  the  long  hot  summers  that  are  prevalent 
in  Hongkong  and  the  immediate  vicinity,  an 
excellent  market  for  electric  fans  is  present  there, 
according  to  a  report  made  to  the  United  States 
Department  of  Commerce  by  Larcey  Webber,  the 
Hongkong  consul.  Mr.  Webber  reports  that  fans 
are  a  necessary  part  of  the  equipment  in  offices  and 
homes  alike  and  that  the  annual  sales  in  south  China 
are  estimated  to  be  about  seven  thousand  oscillating 
fans  and  about  one  thousand  of  the  ceiling  type. 
Approximately  70  per  cent  of  these  fans  are  supplied 
by  the  manufacturers  of  the  United  States  while 
British  firms  supply  20  per  cent  of  the  total.  The 
remainder  come  from  Italy,  Germany  and  other 
European  countries. 

Oscillating  fans  are  usually  of  the  12  and  16-in. 
types,  and  during  the  present  year  there  has  been 
a  slight  demand  for  the  10-in.  fans.  Between  30  and 
40  per  cent  of  the  fans  are  designed  for  200  volts, 
the  remainder  being  constructed  for  100-volt  opera¬ 
tion.  Ceiling  fans  are  usually  of  the  56-in.  size  and 
those  for  use  in  Hongkong  are  designed  for  200-volt 
circuits,  while  those  in  the  surrounding  cities  operate 
at  100  volts.  '  ' 

Users  and  retail  dealers  generally  make  their 
purchases  from  the  Hongkong  branch  houses  of  for¬ 
eign  firms,  which  as  a  rule,  carry  ample  stocks.  Sales 
are  usually  made  on  the  basis  of  cash  with  30  days. 
Hongkong  being  a  free  port,  no  duty  is  charged  on 
this  class  of  goods,  but  there  is  a  5  per  cent  ad 
valorem  tax  on  all  goods  entering  the  Republic  of 
China. 

The  sale  of  foreign  fans  is  on  the  increase  and 
dealers  rex)ort  that  quotations  received  from  foreign 
manufacturers  vary  from  20  to  60  per  cent  below 
those  of  the  American  makes. 
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Selling  Electric  Ranges  in  Southern 

California 


For  several  years  the 
entire  electrical  indus¬ 
try,  whenever  it  had 
something  to  sell,  made  its 
approach  to  the  men  and 
tried  to  sell  them  the  idea 
of  increased  application. 

This  applied  to  any  device 
whatsoever,  regardless  of 
its  nature  or  use,  whether 
commercial  or  domestic  and 
regardless  of  whether  the 
man  knew  its  value  as 
working  equipment  for  that  particular  application. 
This  was  all  very  well  as  regards  motors  and  indus¬ 
trial  apparatus  but  did  not  work  out  in  the  case  of 
domestic  appliances  and  resulted  in  impedance  to 
the  sale  of  this  type  of  equipment.  No  man  would 
permit  his  wife  to  tell  him  what  kind  of  equipment 
he  should  have  in  his  office  or  factory,  what  kind  of 
machinery  to  buy  and  hpw  to  run  it.  Yet  men  for 
some  years  were  looked  to  to  decide  what  kind  of 
machinery  and  equipment  the  housewives  should 
have  for  running  their  businesses.  An  anomaly,  to 
be  sure;  a  paradox,  indeed. 

When  the  Southern  California  Edison  Company 
decided  to  stage  its  recent  electric  range  and  water 
heater  campaign  the  men  who  formulated  the  plans. 
Hairy  C.  Rice,  chief  appliance  sales  agent,  and  R.  E. 
Smith,  advertising  manager,  wisely  decided  to  give 
due  recognition  to  the  person  who  would  actually  use 
or  be  most  concerned  in  the  use  of  the  equipment, 
namely,  the  housewife,  and  all  the  campaign  material 
was  directed  at  her.  The  approach  was  in  every  case 
made  to  the  woman,  and  her  viewpoint  shaped  the 
entire  publicity  progi’am  and  effort.  The  results  of 
this  move  are  best  written  in  the  sales  volume  which 
accrued,  the  movement  of  electric  ranges  and  water 
heaters  exceeding  that  of  any  other  similar  cam¬ 
paign.  This  is  particularly  significant  as  the  cam¬ 
paign  was,  primarily,  by  mail  and  newspaper  with 
personal  follow-up  of  replies  to  letters. 

The  entire  campaign  was  carried  out  in  coopera¬ 
tion  with  the  various  manufacturers  whose  equip¬ 
ment  was  used  in  the  special  offer,  the  manufacturers 
offering  such  assistance  as  demonstrating  service 
and  the  sales  effort  of  their  local  representatives. 
Manufacturers’  representatives  worked  on  a  broad- 
vision  basis  and  talked  the  general  idea  of  domestic 
electrification  first,  with  a  follow-up  of  the  merits  of 
their  particular  equipment  as  a  secondary  pai’t  of 
their  effort.  In  this  way  a  very  fair-minded  presen¬ 
tation  of  the  subject  was  given  to  the  prospect  and 
the  usual  competitive  confusion  was  avoided.  Proper 
recogrnition  of  the  division  and  district  manager  was 
given  in  that  the  campaign  in  each  district  was  under 
the  direct  personal  charge  of  the  manager  of  that  dis¬ 


trict  and  only  those  con¬ 
sumer  names  w'ere  used 
which  he  selected  from  his 
registers  as  being  available 
and  desirable  prospects  for 
the  purposes  of  the  cam¬ 
paign. 

The  campaign  was  di¬ 
vided  into  the  following 
general  sections :  Letter  ad¬ 
vertising  ;  newspaper  adver¬ 
tising;  general  publicity; 
demonstrations  at  district 
offices;  sales  effort  by  company  and  factory  repre¬ 
sentatives. 

Inasmuch  as  it  was  desired  to  arouse  the  pros¬ 
pect’s  greatest  interest  at  the  first  point  of  contact, 
which  was  the  letter  transmitted  by  the  district 
manager,  this  letter  was  made  to  appeal  strongly  to 
the  housewife  by  inviting  her  to  witness  the  prac¬ 
tical  operation  of  electric  ranges  at  the  company’s 
district  office.  The  mention  of  the  fact  that  the 
range  would  be  operated  by  a  representative  of  the 
factory  was  tied  in  with  a  suggestion  of  the  possi¬ 
bilities  of  the  use  of  automatic  control.  These  two 
features  contained  strong  appeal  and  resulted  in 
extremely  satisfactory  response  from  those  con¬ 
sumers  solicited.  Many  women  were  attracted  by 
the  desire  for  contact  with  a  trained  domestic  science 
expert  and  others  by  the  desire  for  new  recipes, 
additional  information,  etc.  The  novelty  of  cooking 
being  safely  done  under  automatic  control  also 
prompted  the  attendance  of  others.  A  total  of  ten 
thousand  letters  was  forwarded  during  the  progi’ess 
of  the  campaign  and  the  mailing  of  these  letters  was 
so  spaced  as  to  permit  of  the  best  use  of  the  services 
of  the  outside  employees.  For  example,  letters  were 
sent  out  first  from  four  districts  on  the  same  day. 
These  were  followed  at  intervals  of  from  one  to  two 
weeks  by  letters  from  each  of  eighteen  districts  at 
different  points  of  the  company’s  system.  'This 
allowed  the  factory  demonstrator  and  salesmen  to  so 
arrange  their  work  that  they  could  seiwe  several 
districts  in  turn. 

Two  separate  letters  were  prepared,  covering 
two  different  makes  of  ranges,  but  reading  so  far  as 
possible,  similarly.  These  letters  constituted  a  cour¬ 
teous  and  cordial  invitation  to  meet  the  factory 
demonstrator  and  also  contained  a  very  short  men¬ 
tion  of  the  possibilities  of  automatic  operation.  'These 
letters  were  accompanied  or  preceded  by  a  consider¬ 
able  amount  of  newspaper  advertising  space,  allot¬ 
ment  varying  from  20  to  60  column  inches,  according 
to  the  size  of  the  city  and  the  circulation  of  the 
paper.  Three  advertisements  appeared  in  the  daily 
newspapers  during  the  week  preceding  the  demon¬ 
stration,  which  was  held  at  the  company’s  local  office. 
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The  Southern  California  Edison  Company 
has  staged  several  electric  range  and 
water  heater  sales  campaigns  and  has 
evolved  a  method  which  brought  real  results. 
The  article  gives  a  full  description  of  a  plan 
which  may  well  be  followed  by  other  central 
stations  which  are  looking  for  increased  load 
of  attractive  character  and  revenue. 
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25  hours 


10  hours 


5  hoursi 


15  hours 
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These  sales  letters  containing  a  direct  appeal  to  the  house\\ife  in  tei-ms  of  lightened  work  and  improved  results  were 
used  by  the  Southern  California  Edison  Company  in  its  recent  electric  range  sales  campaign  and  were  supplemented 

by  folders  telling  the  merits  of  electric  cookery. 
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Your  Biggest  Task  is  Cooking 


/HERE  are  many,  many  things  to  be  done  about  the  house — washing,  irooing.  aration  nt  a  meal,  bhe  had  to  see  that 

sweeping,  dusting,  sewing,  washing  dishes — but  the  greatest  task  of  all  is  cook-  was  not  clouding  the  walls;  that  no 

int  The  average  woman  spends  twenty-five  hours  a  week  preparing  the  fam-  plenty  of  water  on  the  vegetables;  iht 

ily  meals.  almost  drudpry  .  The  approach  of  tr 

And  cooking  is  by  far  the  mem  important  task.  too.  for  upon  it  depend  the  health  But  it  is  a  dinereni  story  in  the  moderi 

and  content  of  the  whole  family.  Properly  cooked  food  is  the  first  h^sehokJ  neces-  while  for  the  housewife.  She  does  not 

sity.  So  the  sincere  housewife  gives  it  her  most  careful  consideration.  Und^r  old  free  from  worry,  care  and  constant  ati 

methods  her  attention  and  presence  were  demanded  every  minute  during  the  prep-  cook,  so  quickly,  so  easily  and  so  well 

THE  MODERN  WAY  IS  THE  ELECTRIC  WAY 

Rl  CALI.,  for  1  momow.  rbe  important  part  dcrtncity.kat  — - -  p>>rr%,  ai 

plaircd  Ml  makiiw  «a*»«r  for  rh«  housnaifr  ....'-'-■'”***^2^  roa«iina 

Tk#  rWtnr  .ra*  aU  kfl.  k*>..«  .U.  .  '  . 


aration  of  a  meal.  She  had  to  see  that  the  heat  was  propetly  regulated;  that  smoke 
was  not  clouding  the  walls;  that  nothing  burned  or  boiM  over;  that  there  was 
plenty  of  water  on  the  vegetables;  that  the  roast  was  properly  bast^.  I'ruly  ii  was 
almost  drudpry .  The  approach  of  meal  time  was  justly  dreaded. 

But  It  is  a  dinereni  storv'  in  the  modern  home.  Electric  cofiking  has  made  life  worth 
while  for  the  housew  ife.  She  does  not  have  to  stand  over  a  hut  stove  all  day  —she  is 
free  from  worry,  care  and  constant  attention.  It  is  no  longer  a  task  but  a  pleasure  to 
cook,  so  quickly,  so  easily  and  so  well  can  it  be  done. 


p^r*d  Ml  makiiif  bowMkcrping  csMvr  for  rh«  housrwifr 
*  ^  The  ctmrK  iron  hat  reptaerJ  the  okL  ho(,  heavy.  »k>« 
Satiron  The  vacuum  cleaner  Mvea  bsck-brcakinf  bowrt  of 
vweepinf  and  dueonf  The  rlcarK  waaher  aawt  a  (irrd  hack 
and  worTMMit  am»  and  hand*  Similar  relief  hat  been  bnuifhi 
through  the  electric  dithwather  and  the  electrically  driven  k* 
iM  machine  In  every  caae  the  vori  ia  done  much  better 
But  bow  much  greater  it  the  irnprovcmeiM  electric  cuokmg 
bringt  Let  M  lighten  your  grratett  taA.  loo.  Think  what  n 
will  mean  to  you  to  cook  m  a  cool,  fumeleee  kitchen  with  no 
toot,  antoke  and  dirt,  free  from  uncertain,  darting  famet. 

which  cannot  he  dehniiely  regu- 

_  lated;  your  heat  immediately  and 

—  fonitantly  obedient  to  you. 

’  I  V  .  In  broiting  with  cicctricirv.  the 


ptiret,  and  retammg  all  the  volatile  <mI»— the  tame  it  true  of 
roaviing  Y'lu  do  not  have  tw  vtanJ  over  a  hot  oven  bavtmg 
a  roati  Bavting  it  unnecettary  You  can  regwtaic  your  heat 
fuM  at  you  with  n  and  thut  avoid  burning 

.\nd  think  of  the  Jilercme  m  your  kitchennare  Your  Men- 
wit  never  come  mto  contact  uitb  wnoke  or  Rame  Conor 
queatly.  vou  have  no  tootv,  tmokeJ  putt,  pant  and  tkilleii  to 
labor  aver  You  can  even  vet  your  heat  and  let  your  dmater 

Betautc  of  tbete  tremendoua  advaataget.  the  Soutbem 
California  Fditcm  Cempanv  it  ttriving  lo  modermre  humet 
by  rrcemmending  clectrK  cooking  Lvery  houarwife  who 
lovet  her  honve  and  wantt  to  do 

ihMgt  the  bett  the  cmtiblv  can  _ 

will  hr  intcrrtied  ui  Electric  Cook-  .  «  — T 

mg  Further  information  wilt  be  '  t 

Inwnd  on  the  lollowtng  page 


4  hours  rS 


Southern  Caufornia  Edison  Company 


Clf  courae  you  want  to  knew  the 
coal  of 

Better  Eleetrir  Cookinf; 


The  Southern  Califomia 
Edison  Company  sells  and 
recommends  these 
well-known  types 
of  guaranteed 
Electric  Ranges 

IS  amwer  lu  an  intitient  demand, 
on  the  part  of  our  contumers.  for 
electric  ranget.  the  Southern  Cal 
ifornia  Edison  Companv  hat  care 
fully  mvettigaied  electric  rsngev 
being  told  t^ay  Co«t«|uently.  the 
Company  it  ready  to  make  welt  ad- 
vited  recommendationt  and  to  attiti 
Ihote  inieretted  m  electric  imdiing  in 
accurmg  the  range  beti  tuned  loihcir 
particular  needt 


•On  thit  page  are  a  lew  illutira- 
tiont  of  ranget  whuh  embody  all  the 
laieti  devclopmenn  m  the  uience  of 
(laAmg  wiih  eleitrHity 

While  you  can  get  a  general  idea 
of  them  fr«m  the  illuttratMitw  tinmn 
here,  ttill  voucaniHK  fully  appreciate 
the  l•MlttruitHJ•l  the  hnith.  the  at 
tractivenevt  of  these  ranget  without 
teeing  them  Y'ou  cannot  real- 
Iff  hw  perfectiv  thev  work 
and  what  an  advantage  thev 
are  unlet*  ym  watch  them  m 

I  operation 

Ranget  are  now  oii  ditplay 
at  our  hnal  oflScc  Without 
any  obligation  m  yourvelf 
whatever  we  thall  be  picate  1 
h>  thovf  you  rxacllv  how  thev 

calliat  'Hir  display  roorm  ai 

Meanwhile,  ij  you  with  any 
further  inlormatHm,  we  thall 
he  pirated  |o  tntwer  any  quet 
iiont  vou  may  with  to  atk 
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and  one  similar  advertisement  was  run  in  weekly 
papers  announcing  the  time  and  place  of  the  demon¬ 
stration.  In  addition  to  this  form  of  advertising, 
banners  were  placed  on  the  cars  of  the  company 
drawing  attention  to  the  location  and  date  of  the 
local  demonstration.  Salesmen  were  on  hand  at  each 
demonstration  to  explain  operation  of  equipment  and 
rates  and  to  secure  the  names  and  addresses  of  those 
whose  interest  warranted  follow-up.  This  general 
plan  was  followed  out  in  nearly  every  district  of  the 
company  and  the  number  of  letters  mailed  varied 
from  500  to  2,500,  according  to  local  conditions  and 
circumstances.  Each  letter  bore  the  local  district 
manager’s  signature,  thereby  providing  a  close  per¬ 
sonal  interest  factor. 

Numerous  circulars  were  prepared,  explaining 
the  advantages  of  electricity  for  cooking;  these  cir¬ 
culars  being  biiilt  around  the  phrase:  “Cook  with 
dectricity — the  sensible  way — acknowledged  the 
most  efficient  means  of  food  preparation.”  Each 
circular  had  a  distinctive  title  and  the  contents  of 
each  dealt  more  fully  with  the  title  subject.  Some 
of  the  titles  employed  were  “Electric  Cooking  is  NOT 
Expensive,”  “Electric  Cooking  Saves  Time  and  La¬ 
bor,”  and  “Electric  Cooking  Means  Better  Cooking,” 
and  these  circulars  were  enclosed  with  each  letter 
transmitted. 

An  original  and  valuable  feature  of  the  cam¬ 
paign  was  the  use  of  a  printed  form  for  quotation 
purposes.  This  form  allowed  space  for  quoting  on 
four  different  models  or  items  and  showed  the  cash 


and  term  prices  as  well  as  the  initial  payment  and 
the  monthly  installments.  It  also  contained  provis¬ 
ion  for  quoting  on  rates  for  cooking  and,  as  the  foniri 
was  made  out  in  duplicate,  one  copy  being  sent  to  the 
district  office  and  one  copy  given  to  the  prospect,  it 
permitted  of  an  accurate  record  of  a  salesman’s  quo¬ 
tations. 

Early  in  the  year  before  the  start  of  the  cam¬ 
paign,  the  sales  department  established  for  itself  a 
bogey  of  150,000  hp.  new  connected  load  for  the  year 
and  a  total  of  2,000  electric  range  and  1,500  electric 
water  heater  sales.  That  this  quota  will  be  reached 
is  indicated  by  the  results  of  the  year  to  date.  During 
the  first  six  months  of  this  year  a  total  of  100,000 
hp.  of  new  connected  load  was  added  to  the  system 
and  the  rate  of  sale  of  appliances  indicated  that  the 
bogey  would  easily  be  made. 

A  very  interesting  feature  of  the  campaign  re¬ 
sults  was  the  sale  of  water  heaters.  It  had  been  the 
company’s  experience  that  the  percentage  of  water 
heater  sales  as  compared  with  range  sales  normally 
ran  about  25  per  cent.  During  this  campaign,  how¬ 
ever,  due  to  intensive  effort  and  to  a  full  explanation 
of  the  value  of  electricity  for  heating  water  and  a 
further  exposition  of  the  possibility  of  automatic 
control  and  of  continuous  hot  water,  the  per  cent  of 
water  heater  sales  mounted  to  between  40  and  50 
per  cent  of  ranges  sold  during  the  campaign.  This 
business  was  taken  on  without  additional  expense  and 
provides  a  continuing  revenue  which  is  very  attrac¬ 
tive. 


Sample  of  the  literature  used  by  the  Southern  California  Edison  Company  in  connection  with  the  range  campaign. 
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Electrical  Construction 


By~  E.  Elarl  Browne 


The  trend  of  building  has  changed  materially  in 
recent  years.  It  was  formerly  the  custom  to 
erect  structures  arbitrarily  designed,  without 
thought  as  to  the  class  of  tenants  which  might 
occupy  the  premises  and  without  special  considera¬ 
tion  of  arrangements  for  their  convenience  and  for 
the  particular  needs  of  their  individual  businesses. 
Very  frequently  this  worked  a  hardship  in  the  way 
of  inconvenience  or  of  expensive  alterations  neces¬ 
sary  to  make  the  quarters  fit  for  the  needs  of  the 
occupant.  This  building  practice,  however,  has  now 
passed  and  buildings  are  erected  with  the  thought  in 
mind  of  adaptability  to  any  one  of  several  different 
commercial  or  industrial  uses. 

In  the  electrical  layout  for  a  building  to  be  used 
for  office  or  loft  purposes,  a  knowledge  of  the  class 
of  tenants  to  be  especially  solicited  as  occupants 
is  of  primaiy  importance  as  on  that  depends  the 
extent  of  various  classes  of  seiwice.  Thus  if  it  is 
designed  as  a  dentists’  office  building,  special  pedes- 
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Plan  showing  arrangemlnt.of  cores  through 

FLOOR  TO  PROVIDE  FOR  FUTURE  RI51R  CONDUITS 
Fig.  1. 
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tal  outlets  for  power  and  nurses’  call  are  necessary, 
whereas  a  building  used  for  doctors  and  surgeons 
only  requires  special  alternating  current  and  direct 
cuiTent  convenience  outlets  and  special  sub-feeders 
for  X-ray,  electro-therapy,  etc.,  must  be  provided. 
If  a  building  is  to  be  used  for  light  manufacturing, 
such  as  tailors,  on  the  upper  floors,  it  is,  of  course, 
necessai'y  to  provide  riser  shafts  for  a  considerable 
power  load  which  would  probably  be  all  alternating 
current,  but  if  on  the  other  hand  printers  were  to 
rent  these  lofts  they  w'ould  require  additional  service 
for  direct  current  motors  on  such  machines  as  re¬ 
quired  speed  control. 

It  is  therefore  apparent  that  to  anticipate  all 
these  future  needs  is  not  humanly  possible  and  the 
best  that  sometimes  can  be  done  is  to  provide  for 


Fig.  2. 
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future  risers  from  the  basement  in  the  form  of  clos¬ 
ets  on  each  floor  with  cores  through  the  floors  to  pro¬ 
vide  for  the  easy  installation  of  conduits  as  required 
from  time  to  time,  as  per  Figs.  1  and  2.  These  con¬ 
sumers  of  a  considerable  amount  of  power  will  be 
metered  at  some  central  location  in  the  basement 
which  requires  that  some  consideration  be  given  to 
the  meter  boai'd  arrangement  so  that  these  sub-feed¬ 
ers  and  circuits  may  in  the  future  have  the  safety 
switches  and  meter  loops  installed  in  a  neat  manner 
and  with  minimum  expense.  This  means  that  seiw- 
ices  and  distribution  will  be  required  as  follows: 

Lighting  and  convenience  outlets  will  be  served 
by  110-220-volt,  3-wire,  single-phase;  all  general 
power  will  be  220  volts,  3-phase,  3-wire  for  pumps, 
elevators,  air  heaters,  water  heaters,  etc.,  and  direct 
cun-ent  at  110-220  volts,  3-wire,  must  be  provided 
through  central  station  seiwice,  if  procurable,  or,  if 
not,  from  a  motor-generator  set  on  the  premises. 

A  general  scheme  of  connections  to  provide  the 
usual  metering  arrangement  in  the  modem  store  and 
office  building,  keeping  in  mind  the  requirements 
as  to  where  the  fire  departments  insist  “sealed” 
switches  be  placed  in  order  to  eliminate  any  chance 
of  emergency  light  and  passenger  elevator  circuits 
being  opened,  is  given  in  Figs.  3  and  4.  These  dia¬ 
grams  contemplate  the  metering  of  all  general  and 
emergency  lights  for  offices,  stairs  and  corridors 
through  one  meter,  thereby  saving  the  owner  a  con¬ 
siderable  sum  over  a  period  of  years  by  the  invest¬ 
ment  of  a  nominal  amount  in  the  extra  switch  No.  4, 
Fig.  3.  This  same  arrangement  applies  to  the  3- 
phase  power  to  be  paid  for  by  the  owner  of  the  build¬ 
ing  as  by  referring  to  Fig.  4,  the  extra  switch  No.  4 
is  the  only  additional  piece  of  apparatus  necessary  to 
accomplish  the  desired  results. 
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CALIFORNIA  STATE  ASSOCIATION  OF  ELECTRICAL  CONTRACTORS  AND  DEALERS 

MEETING  DATE  CHANGED 


Owing  to  the  fact  that  there  will  be  several  other  con¬ 
ventions  at  Sacramento  on  Oct.  13  and  for  that  reason  it 
will  be  impossible  to  secure  adequate  transportation  and 
other  accommodations,  the  meeting  date  of  the 

CALIFORNIA  STATE  ASSOCIATION  OF  ELEC¬ 
TRICAL  CONTRACTORS  AND  DEALERS  has  been 
changed  from  Oct.  13,  as  announced  in  the  Sept.  15  issue 
of  the  Journal  of  Electricity,  to 


OCTOBER  27 

The  Southern  Pacific  steamer  “Navajo”  has  been  se¬ 
cured  for  the  new  date  and  arrangements  will  be  as  previ¬ 
ously  announced  except  that  the  party  will  leave  San  Fran¬ 
cisco  on  Friday  evening,  Oct.  26,  at  six  o’clock  p.m. 

REMEMBER! 

FRIDAY,  Oct.  26,  1923,  SIX  O’CLOCK  P.M.,  PIER  5 


Denver  Leati:ue  Plans  to  Display 
Second  Electric  Home 

Another  electric  home  will  be  dis¬ 
played  in  Denver,  Colo.,  some  time  dur¬ 
ing  the  month  of  October,  if  the  plans 
of  the  Electrical  Cooperative  League  in 
that  city  materialize.  Negotiations  are 
under  way  with  a  residence  construction 
firm  for  the  exhibition  of  a  five-room 
bungalow  on  a  prominent  boulevard. 
According  to  League  officials,  the  house 
is  admirably  designed  for  exhibition 
purposes  and  will  serve  in  contrast  to 
the  first  electric  home  exhibited  last 
year  where  a  record  attendance  for 
cities  of  that  size  was  hung  up. 

The  permanent  commercial-industrial 
lighting  exhibit  promised  by  the  League 
several  months  ago  is  likewise  rapidly 
taking  form.  Design  of  the  exhibit  has 
been  completed  after  consultation  with 
the  prominent  lamp  companies  and 
equipment  is  now'  being  arranged,  ac¬ 
cording  to  O.  L.  Mackell,  chairman  of 
the  Denver  organization. 

Special  emphasis  on  proper  lighting 
is  being  given  to  architects  in  Denver 
by  the  field  representatives  of  the 
League,  as  a  forerunner  to  the  lighting 
exhibit  which  will  include  as  supple¬ 
mentary  features,  a  course  of  lectures 
to  architects,  builders,  storekeepers  and 
plant  executives.  Proper  window’  light¬ 
ing  will  be  stressed  in  conjunction  with 
the  exhibit  through  the  medium  of  a 
portable  display  window’  which  later 
will  be  sent  out  into  the  state,  pro\id- 
ing  the  electrical  interests  will  support 
the  program  of  extension. 

These  activities,  along  with  others 
contemplated  for  the  present  year  by 


the  Denver  organization,  are  explained 
in  the  annual  report  which  has  just 
been  published. 


R.  G.  Nathan,  formerly  a  partner  in 
the  Crooks-Nathan  Household  Appli¬ 
ance  Company  of  Denver,  is  now  associ¬ 
ated  with  the  Premier  Electric  Company 
of  that  city  as  sales  manager.  In  his 
new’  position  he  will  be  associated  with 
John  Van  Dyk.  one  of  the  pioneer  elec¬ 
trical  appliance  men  of  the  Rocky 
Mountain  region. 


George  Gray  never  finds  himself  too  busy  to 
take  time  for  the  activities  of  the  Caiifomia 
State  Association  of  Electrical  Contractors  and 
Dealers.  He  always  manages  to  have  a  good 
time  and  to  throw  a  few  good  ideas  as  well  as 
to  pitch  horse  shoes. 


Hanford  Building  to  Have  Modem 
Electrical  Installation 

Oscar  F.  Abbott  of  Hanford,  Calif.,  is 
completing  an  electrical  installation  in 
the  “Center  of  Wealth”  building  in 
Hanford  that  is  extremely  modem. 
When  completed  the  “Center  of  Wealth” 
will  be  the  most  modem  building  in  this 
section  of  the  San  Joaquin  Valley. 

This  building  w’ill  include  nine  stores 
and  thirty-five  offices.  A  complete  con¬ 
duit  installation  is  being  made  for  both 
electric  lighting  and  heating.  Each  office 
will  be  on  a  separate  heating  circuit 
and,  in  addition,  the  wiring  is  so  laid 
out  that  when  a  tenant  takes  more  than 
one  office,  the  circuits  for  all  offices  in 
the  suite  may  be  combined  into  one. 
This  will  give  unit  control  for  the  entire 
suite.  Current  will  be  .supplied  to  the 
building  through  a  ma.ster  meter  and 
will  be  sub-metered  to  each  tenant. 


Electric  ranges  are  to  be  installed  in 
all  the  apartments  in  the  $250,000  build¬ 
ing  to  be  constmcted  by  the  Commodore 
Investment  Company  of  Portland,  Ore. 
The  apartment  house  will  be  on  the 
southwest  comer  of  Tw’entieth  and 
Glisan  Streets,  and  was  planned  by 
John  H.  Grant.  There  will  be  four  sto¬ 
ries  and  basement,  100  x  150  ft.,  re¬ 
inforced  concrete,  trimmed  with  cast 
stone,  containing  49  apartments  of 
three,  four  and  five  rooms  each. 


Robert  L.  Eltringham,  of  San  Fran¬ 
cisco,  manager  of  the  Caiifomia  Elec¬ 
trical  Cooperative  Campaign,  w’as  a 
recent  Los  Angeles  visitor. 
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It  it  no  effort  at  all  for  “Ray”  Alvord  to  imile. 
SmilinK  U  the  “foindest  thine  he  is  of."  “Miles 
of  smiles”  is  his  motto  and  his  eenial  nature 
exerts  its  influence  throuehout  the  San  Francisco 
office  of  the  General  Electric  Company. 


Plu}?  Contact  Standardization 
Increases  Appliance  Sales 

One  of  the  .stumbling  blocks  of  the 
electrical  industry  in  the  past  has  been 
the  lack  of  standardization,  particularly 
in  small  attachment  parts.  Each  manu¬ 
facturer,  seeking  individuality  in  his 
line  of  appliances  for  one  reason  or 
another,  has  brought  forth  a  different 
type  of  connecting  plug  or  a  different 
socket.  This  has  resulted  in  such  end¬ 
less  confusion  and  such  hardship  to  the 
consumer  that  it  has,  no  doubt,  reacted 
to  the  disadvantage  of  the  appliance 
business  in  general. 


With  this  thought  in  mind  several 
manufacturers  in  conference  decided  to 
adopt  the  split,  or  separable,  plug  with 
parallel  contacts  for  standard  equip¬ 
ment.  This  is  a  decided  step  forward 
as  it  simplifies  greatly  the  matter  of 
wiring  and  increases  the  potential  serv¬ 
iceability  of  lamp  socket  devices  with  a 
corresponding  increase  in  demand  for 
such  appliances.  It  has  also  resulted 
in  increased  demand  for  the  convenience 
outlet  which  can  now  be  supplied  to 
serve  any  standard  appliance  plug. 
What  this  means  to  the  entire  industry 
can  hardly  be  estimated.  Every  branch 
of  the  trade  will  benefit  and  power  com¬ 
panies  will  receive  increased  revenue, 
at  attractive  rates,  from  the  increased 
use  of  appliances. 

The  accompansing  illustration  shows 
the  advance  which  has  been  made  as 
the  result  of  standardization  in  the 
period  since  1918.  A  careful  inspection 
of  this  photograph  will  show  the  end¬ 
less  confusion  which  presented  itself  to 
every  consumer  when  he  wanted  to  buy 
a  plug  or  outlet  and  the  stock  duplica¬ 
tion  required  of  every  jobber  and  dealer. 
As  compared  with  the  conditions  of 
1918,  when  an  intelligent  selection  was 
next  to  impossible,  note  the  simplicity 
of  choosing  a  convenience  outlet  or  an 
attachment  plug  since  standardization 
has  taken  place. 


In  response  to  a  resolution  by  the 
United  States  House  of  Represent¬ 
atives,  the  Federal  Trade  Commission 
is  making  an  investigation  of  the  radio 
industry.  The  purpose  of  the  investiga¬ 
tion  is  to  gain  information  regarding 
the  patent  rights  of  manufacturers, 
merchandising  conditions  prevailing,  as 
w'ell  as  manufacturing  and  general  con¬ 
ditions  regarding  the  transmission  and 
reception  of  radio  mes.sages.  The  field 
work  in  connection  wdth  this  investiga¬ 
tion  is  practically  complete. 


James  Milroy,  one  of  the  partners  of 
the  M  &  H  Electric  Company,  contrac¬ 
tors,  of  Denver,  is  recovering  in  that 
city  from  an  operation  for  appendicitis. 


Harry  Gsrbntt  doea  other  thiitK* — well — beaide 
■ellinc  WeotinKhouM  product!.  Here  he  is  at 
Dotuier  Lake  knittins  a  jacket — perhaps  for 
entry  into  the  World’s  Prize  Knittins  Oontest. 


Increase  Electric  Installation 
at  Incubator  Plants 

The  work  of  rebuilding  the  incubator 
plant  of  the  Must  Hatch  Incubator 
Company  at  Petaluma,  Calif.,  is  being 
rushed  to  completion.  The  plant  was 
destroyed  by  fire  some  months  ago.  The 
hatchery  is  being  completely  electrified 
and  when  the  installation  is  complete 
this  plant  will  be  one  of  the  largest 
completely  electrified  hatcheries  in  the 
w’orld.  The  connected  load  wdll  be 
500  kw'. 

The  Sales  Incubator  Company,  also 
a  Petaluma  concern,  is  increasing  its 
plant  capacity  1,000  per  cent  and  will 
have  a  connected  load  of  115  kw.  The 
combined  capacity  of  these  two  plants 
will  be  approximately  seven  hundred 
thousand  chicks  every  tw’enty-tw'o  days. 


The  Oregon  State  Penitentiary  at 
Salem,  Ore.,  is  to  generate  its  own  elec¬ 
tric  light  energy  instead  of  buying  it 
as  has  been  done  for  many  years.  If 
this  is  successful  it  is  possible  that  later 
electric  lights  to  the  state  hospital  and 
other  institutions  may  be  furnished 
from  the  prison.  The  new’  lighting  ar¬ 
rangements  at  the  prison  are  to  be 
brought  about  by  the  installation  of  a 
250-hp.  water  wheel,  w’hich  will  take  the 
place  of  a  90-hp.  wheel  that  has  been  in 
service  for  30  years. 


H.  H.  Allison,  formerly  illumination 
salesman  at  Sacramento,  Calif.,  for  the 
Pacific  Gas  &  Electric  Company,  has 
been  appointed  illumination  engineer 
with  headquarters  at  the  San  Francisco 
office  of  the  company. 


SIANlIAIiDIZAnON  MEANS  CONVENIENCE 


Ck>mpletely 

1918-Which  ?  Interchangeable 


Results  which  have  been  achieved  since  1918  in  standardization  of  plug  contacts  and  conven¬ 
ience  outiet  terminais.  This  has  simplified  the  jobber  and  dealer  stock  problem  and  has  increased 
the  sale  of  convenience  outlets. 
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Prize  winners  and  their  invited  pruests  at  the  base  of  the  Balanced  Rook.  This  rock  formed  the 
setting  for  the  essays  which  were  written  by  the  persons  who  entered  the  contest  in  Denver. 


Putting  Local  Interest  into  the  Essay  Contest 

Balanced  Rock  in  Vicinity  of  Denver  Increases  Interest  in 
Theme  Contest  on  “Value  of  Balance  in  an  Iron” 


One  of  the  most  difficult  problems  to 
be  solved  in  connection  with  any  sort 
of  contest,  in  which  the  public  is  to 
enter,  is  that  of  making  the  contest  of 
such  a  nature  that  it  will  have  a  local 
appeal.  Contests  that  contractor-deal¬ 
ers  are  interested  in  must  of  course  be 
adaptable  to  the  locality  in  which  the 
firm  is  located  and  to  increase  the  pull¬ 
ing  power  of  the  contest  local  conditions 
must  be  considered. 

In  introducing  its  new  electric  iron  in 
Denver,  Colo.,  the  Westinghou.se  Elec¬ 
tric  &  Manufacturing  Company  recently 
staged  a  contest  which  was  particularly 
well  suited  to  the  city.  Less  than  fifty 
miles  from  Denver,  in  the  Garden  of 
the  Gods,  there  is  the  famous  Balanced 
Rock.  This  huge  rock  is  left  standing 
away  from  the  rest  of  the  formation  in 
such  a  manner  that  it  appears  to  be 
balanced  on  a  small  portion  of  its  base. 
Citizens  of  Denver  and  vicinity  are  of 
cour.se  well  acquainted  with  this  con¬ 
dition. 

All  advertising  that  was  used  in  con¬ 
nection  with  the  new  iron  featured  the 
Balanced  Rock,  as  it  was  the  purpose 
of  the  copy  to  show  that  the  new  We.st- 
inghouse  iron  possessed  balance.  To 
further  increase  the  interest  in  the  iron, 
W.  E.  Barrett,  the  company  publicity 
man  in  the  Denver  office,  planned  an 
es.say  contest  on  the  subject,  “Value  of 
Balance  in  an  Iron.”  The  winners  in 
the  conte.st  were  to  be  given  one-day 
trips  to  the  .scenic  spot  whei*e  the  Bal¬ 
anced  Rock  was  located. 

Attention  to  the  contest  was  secured 
by  the  use  of  newspaper  advertisements 


and  through  window  displays  presented 
by  electrical  dealers.  The  details  of  the 
contest  could  only  be  obtained  by  secur¬ 
ing  pamphlets  from  the  dealers  who 
handled  the  irons.  In  this  way  persons 
were  induced  to  enter  the  dealers’  stores 
and  many  sales  were  made  to  persons 


seeking  the  information  concerning  the 
contest.  Attractive  two-color  cards 
were  given  to  all  dealers  and  these 
tended  to  tie-in  the  dealer’s  di.splay 
with  the  general  campaign. 

A  large  number  of  answers  to  the 
contest  was  secured  and  according  to 
the  rules  of  the  contest,  all  of  these 
essays  had  to  be  turned  in  through  one 
of  the  electrical  dealers  in  Denver.  This 
arrangement  gave  the  dealers  a  second 
chance  to  secure  direct  contact  with  the 
contestants  and  to  secure  the  names  of 
the  persons  who  were  interested  in  elec¬ 
tric  irons. 

At  the  conclusion  of  the  campaign  all 
of  the  es.says  that  had  been  depo.sited 
with  the  dealers  were  collected  and  a 
board  of  judges  consisting  of  J.  P. 
Sprunt,  Jr.,  supply  manager  of  the 
Westinghouse  Electric  &  Manufacturing 
Company,  in  Denver;  Clyde  Osbome,  a<i- 
vertising  manager  of  the  Mine  &  Smel¬ 
ter  Supply  Company  in  Denver;  and 
S.  W.  Bishop,  executive  manager  of  the 
Denver  Electrical  Cooperative  League, 
read  the  papers.  These  judges  consid¬ 
ered  the  merits  of  the  essays  that  were 
received  and  awarded  the  prizes  to  the 
^'inners,  two  being  men.  Following  the 
selection  of  the  three  winners,  these 
persons,  each  accompanied  by  a  friend, 
were  taken  on  a  one-day  sight  seeing 
trip  covering  the  entire  Pike’s  Peak 
region,  stopping  at  the  Balanced  Rock 
and  other  points  of  interest. 


Display  of  the  Capitol  Hill  Electric  Company  used  in  connection  with  the  essay  contest.  Note  how 
the  Balanced  Rock  was  brought  into  the  display  and  bow  balance  was  attributed  to  the  iron. 
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Making  a  Salesman  of  the  Dealer’s  Display  Window 

Spokane  Electrical  Company  Finds  That  Attractive  Display  Will 
Make  Customers  Out  of  Interested  Pedestrians 


For  many  years  electrical  dealers 
have  been  under  the  impression  that 
the  primary  purpose  of  the  display  win¬ 
dow  is  to  attract  attention  to  the  mer¬ 
chandise  exhibited  there.  They  have 
admitted  that  novel  window  displays 
cause  pedestrians  to  stop  and  inspect 
the  merchandise  and  make  them  ac¬ 
quainted  with  the  trade  mark  of  the 
articles  shown  in  the  window.  That  it 
is  the  ultimate  aim  of  the  window  deco¬ 
rator  to  get  the  window  shopper  into 
the  store  so  that  a  sale  may  be  com¬ 
pleted  has  been  conceded,  but  in  most 
cases  the  window  is  considered  to  have 
gained  its  purpose  if  the  attention  of 
the  pedestrian  is  obtained  tor  a  period 
long  enough  for  him  to  secure  an  accu¬ 
rate  mental  picture  of  the  merchandise. 

In  many  cases  it  has  been  held  that 
this  mental  picture  must  be  amplified 
by  means  of  advertising  in  the  local 
newspapers  or  by  other  advertising 
means.  In  the  opinion  of  men  firmly 
sold  on  window  displays  the  show  win¬ 
dow  cannot  be  considered  a  salesman  in 
itself,  but  must  be  regarded  as  an 
attention-getter.  When  the  window  has 
such  pulling  power  that  the  passer-by 
is  attracted  to  such  an  extent  that  he  or 
she  will  go  into  the  store  at  once  to 
make  a  purchase,  it  can  be  considered 
as  an  exceptionally  effective  display. 

To  prove  the  value  of  the  window 
display  it  is  necessary'  to  decorate  the 
window  in  the  best  possible  manner 
and  then  make  a  check.  Checks  on  the 
value  of  window  displays  can  be  made 
by  counting  the  total  number  of  per¬ 
sons  who  pass  the  establishment  .and 


then  by  keeping  another  count  of  the 
number  who  actually  stop  and  examine 
the  display.  In  some  cases,  display 
windows  have  been  known  to  com¬ 
pletely  change  the  direction  of  traffic, 
drawing  it  from  the  opposite  side  of  the 
street  to  that  side  on  which  the  fea¬ 
ture  window  displays  were  presented. 
Statistics  on  this  change  of  traffic  can 
be  kept  in  addition  to  those  showing  the 
number  of  persons  who  stop  at  the  win¬ 
dow.  These  figures  showing  the  trend 
of  traffic  are  also  illuminating  and  often 
are  helpful  to  the  dealer. 

When  the  electrical  dealer  has  sudi 
an  attractive  window  that  he  can  keep 
a  check  on  its  value  by  counting  the 
number  of  persons  who  enter  the  store 
after  stopping  at  the  window,  he  can  be 
well  satisfied  with  his  efforts.  In  cases 
similar  to  this,  the  window  has  become 
a  real  salesman  and  the  real  productive 
value  can  be  accurately  determined. 

As  an  example  of  a  firm  which  be¬ 
lieves  in  the  value  of  well  designed 
window  display  is  the  recently  organ¬ 
ized  Electric  Furnishing  Company  of 
Spokane,  Wash.  The  proprietors  of  the 
store,  Messrs.  Lawson  and  Jahnke,  de¬ 
termined  to  make  the  display  window 
so  attractive  that  actual  sales  would  be 
made  from  it.  Mr.  Lawson  and  Mr. 
Jahnke  on  opening  the  store  agreed  to 
put  their  concern  before  the  eyes  of  the 
public  and,  to  make  it  a  competitor  of 
the  older  electrical  stores  in  Spokane, 
it  would  be  necessary  to  install  window 
displays  of  unusual  and  attractive  de- 
sig:n.  Their  plan  was  followed  out  and 
the  displays  that  were  presented  in 


the  opening  of  the  stpre  were  extremely 
productive  of  sales.  Many  people  who 
hapi>ened  to  be  passing  the  store 
stopped  to  enter  and  to  congratulate 
the  owners  on  the  window  displays. 

Later,  as  the  firm  became  better 
known,  people  passing  by  would  stop 
to  inspect  the  appliances  and  fixtures 
shown  there  and  many  sales  were  made 
direct  from  the  window.  The  Electric 
Furnishing  Company  found  that  in  a 
number  of  cases  people  who  had  only 
stopped  at  the  window  display  would 
come  in  and  ask  to  see  appliances  sim¬ 
ilar  to  those  shown  in  the  window.  The 
company  kept  no  check  of  the  number 
of  sales  which  were  made  in  this  way, 
but  both  of  the  men  in  charge  of  the 
store  feel  that  if  a  check  had  been  kept 
that  it  would  have  shown  that  the 
show  window  was  a  material  aid  to 
the  salesmen  of  the  firm. 

Since  the  establishment  df  the  con¬ 
cern  in  Spokane,  the  show  windows 
have  been  the  subject  of  a  great  deal 
of  favorable  comment.  The  owners 
have  been  particularly  pleased  with  the 
reception  which  has  been  given  the  win¬ 
dow  displays  and  they  are  firmly  con¬ 
vinced  that  there  are  real  sales  pro¬ 
ducing  agents  in  the  well  decorated 
show  window. 

The  Electric  Furnishing  Company 
ha.s  a  very  good  location  in  Spokane 
and  part  of  the  success  of  the  window 
displays  may  be  attributed  to  this.  The 
store  is  opposite  the  Davenport  Hotel 
and  is  surrounded  by  small  shops  hand¬ 
ling  women’s  apparel  and  novelties.  The 
other  windows  which  are  adjacent  to 
the  electrical  store  are  well  decorated 
and  the  side  of  the  street  on  which  the 
Electric  Furnishing  Company  is  situ¬ 
ated  presents  a  particularly  pleasing 
appearance  to  the  women  of  the  city. 


One  of  the  window  displays  presented  by  the  Electric  Furnishinjr  Company  of  Spokane,  Wr’ash.,  to  announce  the  openintr  of  that  electrical^  firm. 
Many  sales  were  made  directly  from  this  window,  and  a  large  number  of  persons  entered  the  store  to  congratulate  the  owners  on  the  display. 
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Selling  the  Electrical  Idea  Through  Cooperation 

Eighteen  Concerns  Join  in  Exhibiting  Miniature  Model  Home 
Which  Is,  of  Course,  Completely  Electrified 


Because  eighteen  firms,  mo.st  of 
which  were  building  material  contrac¬ 
tors,  agreed  to  cooperate  in  making  a 
display  at  the  Alhambra  Business  Men’s 
Carnival,  the  citizens  of  Alhambra, 
Calif.,  were  given  the  opportunity  of 
seeing  a  completely  modem  bungalow 
at  that  fair.  The  carnival,  which  is  an 
annual  affair,  is  conducted  by  the  busi¬ 
ness  men  of  the  city  and  is  desigfned  to 
give  the  merchants  of  the  city  an  op¬ 
portunity  to  pre.sent  their  products  to 
the  citizens  at  the  fair  which  is  con¬ 
ducted  in  the  open. 

The  modern  home  which  was  exhib¬ 
ited  at  the  carnival  was  one  of  the  lead¬ 
ing  attractions  that  was  displayed  there 
and  a  great  number  of  people  who  vis¬ 
ited  the  carnival  did  so  >\ith  the  pri¬ 
mary  intention  of  seeing  the  modem 
home.  The  home  was  advertised  as  the 
“Model  Home”  and  the  intensified  use 
of  electricity  did  much  to  give  the  home 
this  name. 

The  S.  &  H.  Serv’ice  Electric  Company, 
Inc.,  was  the  finn  representing  the  elec¬ 
trical  industry’  among  the  eighteen  firms 
that  cooperated  to  present  the  home. 
This  concern,  which  specializes  in  elec¬ 
trical  constmction  and  merchandising, 
did  all  of  the  w-iring  in  the  home  and 
in  addition  supplied  all  of  the  electrical 
labor-saving  devices  that  were  placed  in 
the  various  rooms  of  the  exhibit. 

Space  limitations  prohibited  the  con¬ 
tractors  from  erecting  a  house  of  stand¬ 
ard  size  and  as  the  exhibitors  wanted 
to  present  as  many  rooms  as  possible, 
it  was  decided  that  a  miniature  home, 
designed  to  be  an  exact  replica  of  a 
standard  home,  should  be  built  on  the 
exposition  grounds.  Each  firm  of  the 
eighteen  agreed  to  furnish  a  certain 
part  of  the  work  and  equipment  that 
should  be  needed  in  preparing  the 
home  for  display. 

The  S.  &  H.  Service  Electric  Com¬ 
pany’,  Inc.,  wired  the  home  completely, 
making  it  in  reality  an  electric  home. 
Though  the  exhibit  w’as  not  adv’ertised 
as  being  an  electric  home,  the  visitors 
realized  that  to  make  a  home  modem 
a  complete  list  of  electrical  appliances 
and  convenience  outlets  for  connecting 
the.se  appliances  was  necessary’.  Ac¬ 
cording  to  reports  from  the  carnival, 
this  method  of  pre.senting  the  electrical 
message  is  exceptionally  satisfactory,  in 
that  the  visitors  see  that  it  is  not  only 
the  electrical  industry  that  believes  that 
a  home  must  be  electrified  throughout 
to  make  it  modem. 

The  model  home,  which  was  built  of 
Lac-Tile  and  faced  with  a  stucco  finish, 
was  surrounded  by  a  small  grass  plot 
in  w’hich  shmbbery  w’as  placed,  and 
stood  apait  from  the  other  exhibits  be¬ 
cause  of  the  uniqueness  of  the  idea. 
This  characteristic  tended  to  draw  the 
carnival  visitors  inside  of  the  miniature 
home  w’here.they  were  given  an  oppor¬ 
tunity  to  .see  the  latest  ideas  in  the 
electrify’ing  as  well  as  the  furnishing 
of  a  home.  A  radio  receiving  outfit  was 
installed  in  the  living  room  of  the 
home  and  the  kitchen  was  completely 
equipped  with  electrical  appliances.  An 
enameled  electric  range,  a  utility  motor, 
a  dishwasher,  and  several  other  appli¬ 
ances  were  placed  in  such  prominent 
positions  that  the  housewife  on  going 


through  the  exhibit  could  not  miss  them 
and  w’ould  wish  that  she  had  them  to 
use  in  her  ow’n  kitchen.  On  the  screened 
laundry  porch  an  electric  washing  ma¬ 
chine  and  ironer  invited  the  housewife 
to  do  her  washing  at  home  electrically. 
An  electric  refrigerator  was  also  in¬ 
stalled  on  this  porch. 

In  preparing  for  the  exhibiting  of 
the  home  considerable  advertising  was 
done  by  the  group  of  firms  responsible 
for  it.  All  of  the  advertising  done  in 
direct  connection  with  the  model  home 
was  done  cooperatively,  thus  permitting 
the  use  of  larger  space  in  the  news¬ 
papers  that  were  used.  Tw’o  days  be¬ 
fore  the  end  of  the  carnival,  which 
lasted  nine  days,  a  full  page  advertise¬ 
ment  w’as  run  in  the  leading  paper.  A 


great  amount  of  publicity  was  also  se¬ 
cured  in  an  evening  paper  published  in 
Pasadena.  Editorial  mention  of  the 
model  home  w’as  prominent  in  this  paper 
and  re.sulted  in  bringing  a  large  crowd 
to  the  exhibit.  In  the  first  week  of  the 
carnival  25,000  people  were  conducted 
through  the  miniature  home. 

To  secure  the  names  of  the  visitors, 
a  prize  drawing  was  held  which  re¬ 
quired  that  visitors  to  the  home  should 
register  as  they  entered  the  structure. 
The  list  that  can  be  compiled  from 
these  names  will  no  doubt  be  extremely 
valuable  to  the  concerns  that  cooperate<l 
in  displaying  the  home,  in  that  it  will 
give  them  a  list  of  persons  who  are 
intere.sted  in  either  building  new  homes 
or  in  bringing  their  old  homes  up  to 
date.  The  expense  of  the  exhibit  w’as 
not  great  to  any  one  of  the  firms  and 
all  feel  that  the  effort  and  money  that 
were  expended  w’ere  amply  paid  for  by 
the  interest  that  was  showm  in  the 
exhibit. 
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ASSOCIATED  CONTRACTORS 

.  Have  Combined  to  Demonstrate  to  Prospective 
Builders  the  Composite  Result  of  Employing 
Only  the  Best  Standard  Materials  and  the 
Most  Competent  Workmen  in  the 
Structure  of  Modem  Homes  ' 


CEOKCE  TOBIN.  BITLDER 


CEO.  WHYTE,  MASON 


CH.AS.  MORGAN 


S.  a  H.  SERVICE  ELECTRIC  LU 


L.AC-TILE  CO. 


BAI.MER  A  HAMMEL 


BENNETT  HARDWOOD  FIXKIRS 


OISON  LI  MBER  CO. 


AUIAMBRA  PLANING  MILL  Ca 


RELIANCE  PAINT  CO. 


KI.MMEI.  A  YOCNG 


ALHAMBRA  NT  RSERY 


C.  R  Dl  NN  CO. 


HOFFIT  MAGNESITE  CO. 


ART  CONCRETE  WORKS 


HOME  FI  RMTCRE  CO. 


ALHAMBRA  TRANSFER  A  STORAGE  CO. 


L.  A.  PALMER  A  CO. 


Only  Two  More  Days  to  See  the  Model  Home  at  the  Carnival 
Be  Sure  to  Register  There 


Reproduction  of  one  of  the  full  page  advertisements  used  by  the  firms  cooiierating  in  the  display 
of  the  miniature  model  home  at  the  Alnambra  Business  Men’s  Carnival,  Aug.  25  to  Sept.  2. 


LIFES  GREATEST  BOOH-EIEETRIE  GV/RRENT 

V$E  IT  FREELY 


Front  view  of  the  booth  of  the  British  Columbia  Electric  Railway  Company  at  the  industrial  show  held  in  Vancouver  recently. 


Tell  the  Story  Through  Exhibits  and  Billboards 

British  Columbia  Electric  Railway  Company  Secures  a  Selected 
List  of  Prospects  at  Annual  Industrial  Show 


Industrial  exhibitions  and  billboards 
have  been  found  to  be  two  of  the  most 
attractive  forms  of  advertising  elec¬ 
tric  appliances.  The  cost  of  these 
forms  of  telling  the  public  the  electrical 
message  has  been  determined  to  be 
nominal  in  proportion  to  the  resulting 
sales  that  have  been  made  in  most 
cases.  Definite  checks  are  difficult  to 
make,  but  the  merchandiser  u.sing  either 
of  these  two  forms  of  advertising  has 
noticed  that  .sales  have  increased  con¬ 
siderably  following  their  use. 

An  example  of  what  could  be  done  at 
an  industrial  exposition  was  recently 
presented  by  the  Briti.sh  Columbia  Elec¬ 
tric  Railway  Company  of  Vancouver, 
B.  C.  An  exposition  at  which  manufac¬ 
turers,  retailers  and  other  commercial 
concerns  present  their  products  to  the 
people  of  Vancouver,  is  held  in  that  city 
every  year.  Many  thousands  of  visitors 
attend  the  exposition  and  an  excellent 
opportunity  is  presented  to  place  the 
electrical  mes.sage  before  the  visitors. 

This  year  the  British  Columbia  Rail¬ 
way  Company  u.sed  a  booth  in  the  cen¬ 
ter  of  the  manufacturers’  building.  This 
space  which  had  a  frontage  on  three 
aisles,  was  used  in  the  displaying  of 
vacuum  cleaners,  electric  ranges  and 
washing  machines.  The  work  of  ar¬ 
ranging  the  exhibition  was  left  to  the 
•sales  department  of  the  central  station 
company.  Electric  service  was  brought 
to  the  Iwoths  and  during  the  times  that 
the  exhibit  was  open  the  appliances  that 
were  on  display  were  u.s^  as  demon¬ 
strator.  Attendants  were  on  hand  to 
explain  the  operation  of  the  various  ap¬ 
pliances  and  to  an.swer  any  questions 
that  the  visitors  might  bring  up.  The 
entire  booth  that  was  used  by  the  com¬ 
pany  was  divided  into  three  sections 
and  illuminated  with  amber  colored 
lights. 

The  electric  range  exhibit  was  given 
the  center  position  and  the  ranges  were 


The  billboard  shown  above,  contains  the  first  advertisement  of  a  series  that  is  to  be  placed  before 
the  people  of  Vancouver,  B.  C.,  by  the  British  Columbia  Electric  Railway  Company. 
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Dealers  Should  Cultivate  the  Lamp  Business 

By  Use  of  Definite  Merchandising  Campaigns  Dealers  Can  Sell 
a  Greater  Quantity  of  Lamps  to  Their  Customers 


The  backbone  of  any  electrical  deal¬ 
er’s  business  is  his  lamp  trade,  for  the 
demand  for  lamps  is  to  the  electrical 
merchant  just  what  the  demand  for 
bread  is  to  the  grocer.  The  demand 
for  each  comes  at  periodic  intervals  and 
as  a  result  the  customer  is  led  into  the 
electrical  dealer’s  or  into  the  grocer’s, 
as  the  case  may  be.  The  demand  for 
electric  lamps  has  been  found  by  many 
dealers  to  be  the  means  of  operating 
their  concerns  at  a  profit  and  at  the 
same  time  has  drawn  many  persons  into 
the  store  who  can  be  sold  other  elec¬ 
trical  devices. 

Just  because  the  demand  for  lamps 
is  periodical  is  the  reason  that  the 
dealer  should  cultivate  this  trade.  It  is 
his  means  of  being  sure  that  customers 
will  be  brought  to  his  store  in  order 
that  they  may  secure  the  lamps  that 
they  are  in  need  of  at  the  time.  The 
lamp  business  stands  apart  from  the 
trade  in  other  electrical  appliances  in 
regard  to  the  periodic  demand,  as  other 
devices  when  once  sold  do  not  call  for 
the  purchase  of  similar  devices  for  a 
grreat  length  of  time.  A  washing  ma¬ 
chine  when  once  placed  in  the  home  is 
a  permanent  fixture  and  will  serve  that 
family  for  a  long  period  of  years.  Thus 
there  is  no  reason  for  washing  machine 
customers  to  be  return  customers  for 
that  particular  appliance.  They  may 
come  into  the  store  for  some  other  ap¬ 
pliance  because  they  have  been  well 
satisfied  with  the  washing  machine,  but 
they  do  not  ordinarily  come  in  to  pur¬ 


chase  another  washing  machine.  The 
intelligent  dealer  will  serve  his  washing 
machine  customers  well,  not  in  order 
that  he  may  secure  an  order  for  another 
machine  from  them,  but  that  he  may 
secure  orders  for  other  appliances. 

In  the  case  of  the  lamp  customer,  the 
dealer  can  do  well  to  so  serve  his  cus¬ 
tomers  that  they  will  return  to  his  store 
when  they  are  in  need  of  more  lamps. 
A  customer  who  receives  courteous 
treatment  in  a  store  while  purchasing 
lamps  will  imdoubtedly  return  to  the 
same  establishment  when  he  is  in  need 
of  other  lamps  to  replace  those  orig¬ 
inally  purchased.  Thus  a  continuous 
series  of  sales  can  be  expected  to  de¬ 
velop  from  the  initial  sale. 

The  averag^e  lamp  customer  does  not 
feel  that  he  goes  into  a  store  to  be 
“sold”  a  lamp,  but  feels  rather  that  he 
is  going  in  to  “buy”  a  lamp.  He  intends 
to  go  into  the  store  and  purchase  the 
same  type  and  size  of  lamp  that  he  has 
been  using  and  does  not  intend  to  con¬ 
sider  the  purchase  of  any  other  appli¬ 
ance.  The  alert  electrical  dealer  can 
change  this  entirely  if  he  uses  the 
proper  merchandising  methods.  The 
prospect  has  entered  the  store  with  the 
intention  of  purchasing  a  specific  type 
of  lamp,  not  because  he  knows  that  the 
type  he  demands  is  the  most  efficient 
and  the  best  suited  to  his  needs,  but 
rather  because  he  is  acquainted  with 
that  particular  lamp. 

Many  dealers  have  been  active  in 
their  efforts  to  increase  the  sale  of 


lamps  and  in  many  cases  have  designed 
special  demonstrating  racks  for  use  in 
making  sales  of  lamps.  Several  of 
these  racks  are  shown  in  the  accom¬ 
panying  illustration. 

A  variety  of  styles  has  been  devel¬ 
oped  because  dealers  have  considered 
that  each  style  has  its  advantages.  'The 
rack  whi  h  is  placed  on  the  counter  be¬ 
tween  the  clerk  and  the  customer  is 
advantageous  because  the  salesman  can 
turn  on  the  lights  with  either  snap 
switches  or  panel  switches  without  turn¬ 
ing  his  back  to  the  customer  and  thus 
breaking  into  his  sales  talk.  The  rack 
for  lamps  that  is  suspended  from  over¬ 
head  has  the  advantage  that  it  may  be 
seen  from  the  other  end  of  the  store 
and  thus  attracts  the  attention  of  any¬ 
one  who  happens  to  visit  the  store. 
Lamps  that  are  displayed  against  the 
side  wall  of  the  building  may  often  be 
subjected  to  a  more  elaborate  scheme  of 
decoration  and  this  will  to  some  extent 
make  up  for  the  fact  that  the  customer 
is  a  considerable  distance  from  the 
lamps  and  that  the  salesman  may  have 
to  turn  around  to  turn  on  the  different 
lamps. 

The  demand  for  lamps  is  the  most 
active  during  the  fall  months,  when 
families  are  returning  from  their  vaca¬ 
tions  and  are  preparing  their  homes  for 
the  winter  evenings.  The  electrical 
dealer  who  prepares  for  the  demand  and 
arranges  to  have  his  salesmen  educated 
as  to  the  styles  of  lamps  that  are  the 
most  adapted  to  the  various  conditions, 
will  be  in  a  position  to  profit  by  this 
call  for  lamps.  If  an  effort  is  made  to 
stimulate  the  demand  for  lamps  by  an 
advertising  campaign,  the  results  should 
be  even  more  satisfactory. 


Various  styles  of  lamp  demonstrating  racks  used  by  California  electrical  dealers. 
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tising  the  industry — and  the  majority 
will  stand  in  line  to  “yes”  a  sweet 
woman  for  an  eight-hour  shift  if  neces¬ 
sary  because — 

They  know,  it  is  Daddy’s  darling  who 
puts  out  the  plunks  for  all  things,  in¬ 
cluding-  things  electrical. 

And — we  all  know,  it  is  the  Missus 
who,  attending  an  Electrical  Exhibi¬ 
tion, —  . 

Sees  this — spots  that  and  spies  the 
other  things  and  determines  that — 

“When  we  can  afford  it,”  etc. 

Therefore,  friends,  how  can  the  Boys 
engaged  in  the  Business,  afford  to  let 
pass  an  opportunity  to  strut  their  stuff 
and — 

Talk  turkey  to  the  disbursing  officer 
of  the  Goodship  Happy  Home? 

The  answer — written  on  the  right  side 


From  the  Electrical  Jobber  to 
the  Dealer  by  Mail 

Jobbers  introducing  new  lines  to  their 
dealer  customers  have  relied  largely 
upon  their  salesmen  to  make  the  first 
contact,  w’ith  the  feeling  that  a  personal 
interview  with  the  dealer  will  result  in 
a  better  understanding  of  the  merits 
of  the  product.  In  most  cases  this  has 
been  found  to  be  true,  for  a  personal 
intend ew  will  often  bring  about  a  sale 
where  letters  and  pamphlets,  though 
they  fully  describe  the  article,  will  not 
do  the  w'ork. 

There  are  times,  though,  at  which  it 
is  impossible  for  the  jobber’s  sale.sman 
to  visit  all  of  his  customers  immediately 
upon  the  acquiring  of  a  new'  piece  of 
equipment  and  it  is  in  these  ca.ses  that 
the  sales  letter  comes  to  the  salesman’s 
aid.  The  effort  then  made  is  to  make 
the  letter  carry  as  much  of  the  sales¬ 
man’s  personality  as  is  possible  and  to 
make  it  carry  the  personality  of  the 
jobber  to  the  cu.stomer. 

To  assist  his  salesmen  in  cases  where 
they  cannot  immediately  call  on  dealers 
in  their  territory,  F.  N.  Cooley,  sales 
manager  of  the  Western  Electric  Com¬ 
pany,  Seattle,  Wa.sh.,  office  recently 
prepared  a  letter  to  dealers  which  was 
designed  to  introduce  a  new  portable 
lamp.  'This  letter  carried  the  name  of 
the  salesman  calling  on  the  dealers  and 
in  this  way  brought  to  the  dealer  the 
personality  of  the  salesman  and  in  addi¬ 
tion  explained  the  advantages  of  the 
new  lamp  that  it  was  sent  to  introduce. 
A  sample  lamp  w’as  sent  along  with  the 
letter. 

The  letter  that  was  sent  out  to  intro¬ 
duce  the  portable  lamp  read  as  follow's: 
W.  E.  Cheney, 

Coupeville,  Waahingrton. 

Dear  Dealer; 

I  am  Ed  Riley’s  silent  assistant. 

I  have  my  headquarters  at  Spokane. 

When  Ed  is  real  busy  I  shoot  out  and  Kive 
him  a  hand. 

I  have  a  new  little  article  to  show  you  this 
momintt.  It’s  railed  the  Magrnalux  Portable. 
Examine  its  universal  application. 

It  will  cost  you  S3.25  each  in  packages  of 
one  dozen.  It  will  retail  for  $4.60. 

The  portable  takes  a  G-18V4  lamp  (mill  type 
frosted  is  best). 

The  ball  and  socket  joint  ran  be  tightened 
with  a  coin. 

Special  finishes,  assorted,  can  be  had  at  $5.00 
list,  instead  of  $4.50,  such  as  nickel,  ivory, 
verde,  etc.  (These  special  finishes  will  be  avail¬ 
able  about  September  1st.) 

The  enclosed  order  blank  is  all  ready  for  your 
signature.  There  are  stamps  attached  to  cover 
the  return  of  this  sample,  if  you  do  not  care 
to  order  a  dozen.  If  you  send  in  the  attached 
order  for  12,  we  will  ship  eleven  and  you  may 
keep  this  sample. 

Do  you  smoke?  Ed  told  me  he  usually  extends 
this  little  business  courtesy  so  I  brought  one 
with  me,  help  yourself. 

Thanks  for  your  time, 

Good-by. 

SILENT  SALESMAN. 


Did  not  originate  in  his  marble  dome. 

This  witless  wight,  not  long  since, 
had  the  nerve  to  tell  me  right  out  loud 
that — 

“I  didn’t  take  part  in  the  Electrical 
Show  because  I’m  too  busy — because  I 
don’t  believe  in  that  kind  of  advertis¬ 
ing  and  because  I  see  no  reason  why  I 
should  waste  my  time  in  ‘yessing’  a 
passel  of  do-less  w’omen.” 

Well,  anyway,  after  I  had  been  re¬ 
vived  and  fully  recovered  my  speech, 
I  gave  this  Bird  his  first  and  last  les¬ 
son  in — 


SOLID 

iMARDU 


How  to  conduct  a  business — then — 

Left  him  as  fiat  as  a  vacation  pocket 
book  and — 

In  spite  of  the  fact  that  I  made  my¬ 
self  as  popular  with  him  as  a  Red  agi¬ 
tator  at  a  Republican  rally,  I  had  the 
satisfaction  of  analyzing  and  classifying 
him  to  his  face  in  his  ow-n  shop — 

Or  in  the  shop  which  w'ill  be  his  when 
he  pays  off  a  first  and  second  mortgage. 

And,  after  conceding:  “Ain’t  we  got 
fun” — isn’t  it  great  that  there  are  but 
few  cattle  of  this  kind  in  the  electrical 
business  ? 

Most  men  in  the  game  are  not  too 
busy  to  participate  in  Electrical  Exhi¬ 
bitions — most  of  them  believe  in  adver- 


Mr.  White:  Interest  you.  Sir,  in  our  latest- 
Mr.  Black:  Pooh-pooh  on  that  stuff,  my  boy- 
try  and  sell  a  beginner. 


of  the  ledger,  where  all  can  see,  is: — 
They  cannot — and — 

Those  who  know  this  answer  are  reg¬ 
istering  hits  with  every  shot  and — 
'Those  who  do  not  know  are  facing  a 
charging  lion  with — 

A  pea  shooter  in  their  helpless  hands. 


TAKING  PART  vs.  TAKING 
THE  AIR 

By  JOE  OSIER 

“Some  men  never  read  the  Bible — 
because  they  didn’t  write  it”  and — 
Speaking  of  Dumb  Davids,  which  we 
haven’t  been,  I  know  a  human  hole  in 
a  doughnut  in  my  town  who — 

Refused  to  take  part  in  an  Electric 
Home  Exposition  because  the  idea  of 
an  Electrical  Contractor-Dealer,  Job¬ 
ber  and  Manufacturer  exhibition  and 
demonstration. 


In  promoting  good-will  among  the  citizens  of  a  locality  that  a  company  serves  it  has  often  been 
found  practical  to  support  any  community  move  that  is  being  sponsored  at  the  time.  The  UUh 
Power  &  Light  Company  of  Sait  Lake  City,  Utah,  daring  the  last  “Safety  First  Week”  that  was 
conducted  there,  presented  the  window  display  shown  above.  A  miniature  locomotive,  an  electric 
street  car  and  two  automobiles  were  shown  approaching  a  railroad  crossing.  Considerable  interest 
was  attracted  by  the  display  which  offered  a  very  impressive  visualizatiosi  of  the.  disastrous  results 
that  sometimes  occur  in  such  a  sitoatiom. 
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INDUSTRIAL  NEWS 


Decision  Is  Made  to  Electrify 
Oil  Fields  in  Wyoming 

Definite  plans  for  the  construction  of 
a  $10,000,000  super-power  steam  tur¬ 
bine  plant  by  the  Midwest  Refining 
Company  in  the  famous  Salt  Creek  oil 
fields  in  Wyoming  have  just  been  an¬ 
nounced.  The  electrification  project  was 
decided  upon  after  officials  of  the  Mid¬ 
west  company  became  convinced  that 
the  Salt  Creek  field  will  quit  as  a  flow¬ 
ing  district  wdthin  the  next  two  years 
and  will  become  entirely  dependent 
upon  pumps. 

TTie  plant,  which  will  be  located  at 
Shannon,  six  miles  north  of  the  famous 
field,  will  develop  power  sufficient  to 
pump  all  wells  as  well  as  for  drilling 
operations,  field  work  and  general  illu¬ 
mination  of  the  fields. 

Fuel  for  the  boilers,  which  will  supply 
steam  to  the  big  turbines,  will  be  nat¬ 
ural  gas  from  the  wells  in  Salt  Creek 
fields.  Because  of  the  present  scant 
water  supply  and  because  of  the  heavy 
expense  in  pumping  pure  water  uphill 
a  distance  of  45  miles,  a  huge  reserv'oir 
will  be  built  on  Salt  Creek.  The  dam 
to  be  constructed  will  be  two  miles  long, 
40  ft.  deep  at  the  face  and  from  100  to 
200  ft.  in  width  at  the  base,  and  will 
hold  the  flood  waters  that  fill  Salt 
Creek,  which  at  normal  times  carries  a 
small  volume  of  water. 

Detailed  plans  for  the  electrification 
of  the  field  were  prepared  by  A.  W. 
Peake,  now  general  superintendent  for 
the  Midwest  company.  Work  will  not 
start  until  next  spring,  if  then,  but  in 
any  event  the  plant  will  be  ready  for 
.service  within  two  years.  Peake’s 
estimates,  after  a  two-year  study  and 
i^urvey,  show  a  great  saving  will  be 
effected  by  substituting  electricity  for 
steam  power  in  both  drilling  and  pump¬ 
ing  operations.  When  the  gigantic  pro¬ 
ject  is  completed,  the  Salt  Creek  field 
will  be  the  largest  electrically  operated 
oil  field  in  the  world. 

Plans  for  the  complete  electrification 
of  the  Salt  Creek  fields  were  adopted 
as  an  economy  measure,  especially  in 
view  of  the  complex  problems  which 
make  operation  in  that  district  unusual 
and  expensive. 

Utah  Power  and  Irrigation  Sites 
Subjects  of  Filings 

The  development  of  120,000  hp.  and 
the  irrigation  of  17,700  acres  of  land  in 
the  Ashley  Valley  in  Utah,  is  contem¬ 
plated  in  the  projects  for  which  filings 
have  recently  been  made  viith  R.  E. 
Caldwell,  state  engineer  of  Utah.  A.  E. 
Humphreys  of  Denver,  Colo.,  through 
his  agent  J.  H.  Ratliff  of  Vernal,  Utah, 
made  the  filings. 

The  filings  seeks  the  diversion  of  171 
sec.-ft.  of  water  from  the  Green  River 


in  Uinta  County  to  be  used  in  irriga¬ 
tion  work  and  also  the  use  of  81.5 
sec.-ft.  of  water  from  Green  River  for 
the  developing  of  120,000  hp.  The  ap¬ 
plicant  proposes  the  erection  of  a  dam 
at  Split  Mountain  which  would  be  150 
ft.  high.  Water  would  be  stored  for 
irrigation  and  power  purposes.  It  is 
proposed  to  operate  five  turbines  under 
a  head  of  200  ft.  in  generating  the 
power.  A  system  of  canals  and  pipe 
lines  is  proposed  for  the  carrying  of 
the  water  from  the  dam  to  the  power 
house. 

Large  Broadcasting  Station  to 
Be  Erected  in  Denver 

Electrical  Denver  is  jubilant  with  the 
public  announcement  by  Harry  D.  Ran¬ 
dall,  manager  of  the  Rocky  Mountain 
district  of  the  General  Electric  Com¬ 
pany,  that  a  $175,000  radio  station  is  to 
be  erected  by  his  company  in  Denver, 
Colo.,  to  complete  the  three  broadcast¬ 
ing  units  across  the  United  States. 

This  station  will  be  one  of  the  largest 
in  this  country  and  on  a  par  with  the 
other  pow'erful  centers.  The  first  sta¬ 
tion  of  the  General  Electric  Company 
is  being  operated  at  Schenectady,  N.  Y., 
and  is  heard  all  over  the  United  States. 
The  second  station  is  nearing  comple¬ 
tion  in  Oakland,  Calif.,  and  is  expected 
to  serve  the  Pacific  Coast  as  far  east 
as  the  Rocky  Mountains.  The  Denver 
station  will  serve  the  section  between 
the  mountains  and  the  Mississippi 
River. 

Denver  was  chosen  by  the  General 
Electric  Company,  in  competition  with 
Dallas,  Kansas  City,  St.  Louis  and  Min¬ 
neapolis.  It  is  largely  through  the 
efforts  of  Mr.  Randall  and  his  associates 
that  Denver  is  to  have  the  new  broad¬ 
casting  unit  of  the  General  Electric 
Company. 

Engineers  of  the  company  are  now’ 
engaged  in  selecting  a  site  preliminary 
to  construction.  It  is  understood  the 
w’ork  of  actually  building  the  station 
will  not  commence  until  mid-winter.  A 
space  betw’een  200  and  300  ft.  will  be 
needed  to  accommodate  the  aerial  tow¬ 
ers.  Besides,  there  will  be  large  hous¬ 
ing  space,  for  the  equipment,  broadcast¬ 
ing  rooms  and  rest  rooms  and  parlors 
for  the  entertainers. 

The  Sno-Mon  Electric  Company,  Sno¬ 
homish,  Wash.,  has  been  incorporated 
for  $100,000,  with  the  purpose  of  re¬ 
tailing  pow’er  and  light  to  farmers  and 
municipalities  in  Snohomish  County. 
The  firm  is  a  subsidiary  of  the  Delta 
Electiic  Company.  The  trustees  are 
T.  N.  Bennett  and  W.  H.  Mast  of  Mon¬ 
roe;  W.  P.  Tobey  of  Machias,  and  Elmer 
Lefest  and  George  T.  Hendrie  of  Sno¬ 
homish. 


Ten  Million  Dollar  Fire  Razes 
Berkeley  Residences 

Thirty-seven  blocks  of  homes  in  the 
residential  section  of  Berkeley,  Calif., 
adjoining  the  campus  of  the  University 
of  California  w’ere  totally  destroyed  by 
fire  on  the  afternoon  and  night  of  Sept. 
17  w’hen  a  brush  fire,  driven  by  a  high 
w’ind,  crossed  the  hills  above  the  section 
and  started  the  conflagration.  A  total 
of  about  six  hundred  buildings  were  de¬ 
stroyed.  T  The  property  damage  was  ap¬ 
proximately  ten  million  dollars. 

The  distribution  system  of  the  Pacific 
Gas  and  Electric  Company  in  the  burned 
area  was  completely  destroyed,  the  esti¬ 
mated  amount  of  the  damage  being 
thirty  thousand  dollars.  The  Pacific 
Telephone  &  Telegraph  Company  sus¬ 
tained  a  loss  of  about  sixty  thousand 
dollars  when  its  lines  and  ser\’ice  con¬ 
nections  in  the  burned  area  w’ere  wiped 
out. 

Lighting  and  telephone  service  were 
restored  to  buildings  left  standing 
within  twenty-four  hours  after  the  firo 
started.  Street  lighting  service  was 
furnished  to  the  area  within  forty-eight 
hours  after  the  fire  and  street  cars 
were  running  through  the  burned  dis¬ 
trict  four  days  after  the  blaze. 

Although  there  was  a  plentiful  supply 
of  w’ater  in  the  reserv’oir,  this  w'ater 
w’as  not  available  to  the  fire  fighters 
at  strategic  points  because  of  the  fail¬ 
ures  to  make  needed  extensions  in  the 
distribution  system.  This  fact  in  con¬ 
junction  with  the  high  wind  prevented 
the  stopping  of  the  fire  sooner.  The 
fire  W’as  finally  checked  when  the  direc¬ 
tion  of  the  wind  changed.  Dynamite 
W’as  used  to  raze  a  number  of  buildings 
in  the  path  of  the  flames.  This  aided 
.somewhat  in  checking  the  advance  of 
the  fire. 

Newspaper  reports  of  the  damage  to 
the  Great  Western  Pow’er  Company’s 
sub  station  at  Crockett,  Calif.,  were 
greatly  exaggerated.  Lightning  struck 
the  22,000  volt  transmission  line  and 
burned  out  an  oil  switch  and  the  attend¬ 
ant  switching  and  metering  gear.  The 
service  interruption  was  very  short  due 
to  the  almost  immediate  throw-over  to 
additional  feeders.  Considerable  credit 
•  is  due  the  company  on  account  of  its 
prompt  action  in  restoring  service  under 
difficult  conditions. 

The  Pacific  States  Electric  Company 
has  announced  its  decision  to  open  a 
branch  house  at  once  in  Spokane.  A 
considerable  stock  of  standard  lines  will 
be  carried.  Harry  B.  Rogers,  who  has 
for  a  number  of  years  represented  the 
company  in  Spokane,  will  be  the  man¬ 
ager  of  the  new  branch,  reporting  to 
George  A.  Boring  of  Portland. 
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Electric  Power  Aid  in  Building 
of  Two  Earth-Fill  Dams 

The  use  of  electricity  in  the  building 
of  the  new  earth-fill  Henshaw  Dam  in 
San  Diego  County,  California,  proved 
so  successful  that  the  Mutual  Water 
Company  of  Escondido  has  employed 
the  same  equipment  in  the  enlargement 
of  the  Escondido  Reservoir,  now  under 
way.  Like  the  Henshaw  Dam,  the  Es¬ 
condido  Reservoir  dam  is  an  earth-fill 
structure.  The  present  dam  is  being 
used  as  one  of  the  sides  of  the  new 
and  higher  dam,  and  another  earth  em¬ 
bankment  will  be  built  near  it.  The 
intervening  space  is  to  be  filled  with  a 
clay  puddled  core,  placed  hydraulically. 

Instead  of  obtaining  the  clay  pud¬ 
dling  by  means  of  hydraulic  wash  with 
guns,  as  in  the  case  of  the  Henshaw 
Dam,  an  electric  dredge  is  sucking  up 
clay  from  the  bottom  of  the  lake, 
thereby  both  deepening  the  reservoir 
and  building  a  higher  dam.  Electrically 
operated  pumps  lift  the  water  to  the 
<lam. 

In  the  building  of  the  Henshaw  Dam 
on  the  Warner  ranch  it  was  found  that 
the  earth-fill,  placed  by  steam  shovels 
and  teams,  cost  about  $200  per  cu.  yd., 
while  the  hydraulic  fill  cost  but  80 
cents.  This  economy  influenced  the  en¬ 
gineers  in  charge  of  the  E.scondido  pro¬ 
ject  to  the  u.se  of  electric  equipment. 

Since  the  completion  of  the  Henshaw 
Dam,  in  compliance  with  contracts  be¬ 
tween  the  Henshaw  and  the  Mutual 
Water  Company  interests,  water  is  to 
be  delivered  from  the  Henshaw  Dam  to 
the  Mutual  company  for  distribution  in 
E.scondido  and  surrounding  country. 
The  enlargement  of  the  Escondido 
Re.serv’oir  capacity  by  the  heightening 
of  the  dam,  is  to  provide  greater  ca¬ 
pacity  for  water  diversion  from  this 
reserv'oir. 

Negotiations  have  been  made  for  the 
development  of  electric  power  from  the 
Henshaw  Dam  in  bringing  the  water 
down  to  Escondido,  it  is  understood. 


Newspaper  and  Electrical  Firms 
Join  in  Cooking  School 

The  fourth  annual  cooking  school, 
conducted  by  the  Ogden  Standard- 
Examiner,  in  conjunction  with  a  num¬ 
ber  of  merchants  and  electrical  firms, 
was  held  in  Ogden,  Utah,  five  days 
commencing  Sept.  4. 

Miss  Bernice  Lowen  of  New  York 
City,  domestic  science  expert  of  the  Edi¬ 
son  Electric  Appliance  Company,  was 
in  charge.  In  the  course  of  her  lectures 
and  demonstrations  Miss  Lowen  showed 
the  proper  methods  of  using  the  electric 
range  and  many  other  electrical  appli¬ 
ances,  and  demonstrated  methods  of 
household  conser\’ation  as  to  foods,  time 
and  labor,  and  showed  the  uses  of  vari¬ 
ous  food  products  in  most  attractive 
forms. 

A  question  box  was  arranged  so  that 
any  person  attending  the  school  could 
ask  questions  of  Miss  Lowen.  Many 
questions  were  submitted,  and  were 
answered  from  the  platform. 

Home  cooking  contests  were  fea¬ 
tured,  these  being  arranged  into  five 
different  divisions,  namely,  bread,  layer 
cake,  loaf  cake,  pie  and  rolls.  Every 
article  so  enteretl  had  to  be  baked  at 
home.  The  prizes  included  electrical 
kitchen  equipment,  a  kitchen  cabinet,  as 
well  as  hundreds  of  dollars’  worth  of 
food  products. 


Electrical  equipment  had  a  dominant 
place  in  the  cooking  school.  An  electric 
range  was  used  by  Miss  Lowen  in  all 
of  her  cooking  demonstrations,  and  elec¬ 
tric  washing  machines,  vacuum  clean¬ 
ers,  dish  washers,  irons,  grills,  waffle 
irons,  toasters  and  percolators  were  in¬ 
troduced  and  demonstrated  as  up-to- 
date  household  equipment. 

The  electrical  firms  cooperating  with 
the  Ogden  Standard-Examiner  were: 
The  Utah  Power  &  Light  Company, 
Edison  Electric  Appliance  Company, 
Ogden  Electric  Supply  Company  and 
'Fhe  Lighthouse. 

The  large  auditorium  of  the  Ogden 
Senior  High  School  was  used  for  the 
cooking  school  sessions,  and  many  hun¬ 
dreds  of  Ogden  housewives,  and  a  num¬ 
ber  of  those  from  outlying  communities 
were  in  attendance.  The  interest  in 
these  cooking  schools  becomes  greater 
each  year  because  of  the  gradually  in¬ 
creasing  use  in  the  home  of  electric 
ranges  and  other  electrical  appliances. 


Prepare  to  Publish  Proceedings 
of  N.E.L.A.  Convention 

That  members  of  the  National  Elec¬ 
tric  Light  Association  and  other  per¬ 
sons,  who  are  interested  in  the  topics 
di.scussed  at  the  last  annual  convention 
of  that  organization,  may  secure  copies 
of  the  proceedings  of  the  convention, 
the  Association  is  having  these  pro¬ 
ceedings  printed  and  the  copies  are  to 
be  delivered  some  time  in  October.  The 
proceedings  wll  be  sold  as  complete 
copies  only  and  no  separate  forms  of 
the  proceedings  of  any  of  the  sections 
will  be  printed  this  year. 

According  to  the  rules  passed  by  the 
Association,  one  set  of  the  proceedings 
will  be  mailed  without  charge  to  each 
company  in  good  standing  as  a  member 
of  the  Association;  one  set  to  each  geo¬ 
graphic  division,  state  association,  com¬ 
pany  section  and  public  utility  informa¬ 
tion  committee,  no  order  being  necessary' 
therefor.  Single  copies  will  be  fur¬ 
nished  to  associations  and  organizations 
exchanging  like  courtesies  with  the 
National  Electric  Light  Association; 
single  copies  to  universities,  colleges 
and  engineering  institutions;  single 
copies  to  .selected  libraries. 

Members  of  the  Association,  regard¬ 
less  of  class,  can  secure  the  proceedings 
for  the  sum  of  $5,  the  price  to  non¬ 
members  being  $10.  Members  of  tech¬ 
nical  associations  may  purchase  copies 
at  the  member  price,  provided  the 
orders  for  them  bear  the  endorsement 
of  the  a.ssociations  to  which  such  mem¬ 
bers  belong.  Students  of  universities 
and  colleges  may  purchase  copies  at 
the  member  price  al.so.  All  orders  should 
be  addressed  to  the  National  Electric 
Light  Association,  29  West  39th  Street, 
New  York,  N.  Y. 


To  give  representatives  of  the  Fed¬ 
eral  Power  Commission  an  idea  of  the 
project  that  is  being  planned  by  the 
Sacramento  (Calif.)  Municipal  Utility 
District,  four  engineers  selected  by  the 
Commission  were  taken  over  the  terri¬ 
tory  recently.  The  party,  which  in¬ 
cluded  members  of  the  district  board, 
inspected  the  pow'er  house  site  and  the 
dam  site.  The  Sacramento  district  in¬ 
tends  to  generate  power  at  the  Big  Bend 
Power  House  under  a  head  of  1,650  ft. 
The  development  of  40,000  hp.  is 
planned. 


Section  Chairmen  for  Northwest 
Association  Appointed 

Committee  chairmen  of  the  executive 
committees  of  the  four  sections  of  the 
Northwest  Electric  Light  and  Power 
Association  have  recently  been  appoint¬ 
ed  by  George  L.  Myers,  president  of  the 
organization.  The  personnel  of  the 
committees  has  not  been  announced  yet. 

The  executive  committee  chairmen  of 
the  four  sections  are  as  follows:  Ac¬ 
counting  Section,  George  F.  Nevins, 
.secretary  and  treasurer  of  the  Pacific 
Power  &  Light  Company;  Commercial 
Section,  W.  M.  Shepard,  vice-president 
and  general  agent.  The  California  Oi*e- 
gon  Power  Company;  Technical  Section, 
John  B.  Fisken,  consulting  engineer  of 
'fhe  Washington  Water  Power  Com¬ 
pany;  Public  Relations  Section,  N<.r- 
wood  W.  Brockett,  Puget  Sound  Power 
&  Light  Company. 

A.  T.  Schultz,  vice-president,  Helena 
Light  &  Railway  Company,  Helena, 
Mont.,  has  recently  been  elected  the 
vice-president  of  the  Association  from 
Montana.  Becau.se  no  repre.sentative 
from  that  state  was  present  at  the  an¬ 
nual  convention,  no  vice-president  was 
elected  at  that  time. 


Applications  for  Large  Project 
in  California  Made 

Three  applications  for  water  rights 
in  Lake,  Yolo  and  Napa  Counties  of 
California  have  recently  been  filed  with 
the  Division  of  Water  Rights  of  the 
California  State  Department  of  Public 
Works  by  Ray  L.  Allin,  a  Sacramento 
civil  engineer.  The  applications  state 
that  the  irrigation  of  300,000  acres  is 
intended  and  that  the  applicant  pro¬ 
poses  to  develop  273,000  hp. 

C.  L.  Tibbals,  Sacramento  engineer, 
has  made  three  applications  for  sites 
in  Plumas  County.  Mr.  Tibbals  is  act¬ 
ing  for  E.  P.  Vandorcook,  the  promoter 
of  a  project  on  the  Feather  River  near 
Ororille.  The  applicant  has  announced 
that  the  project  includes  the  storage  of 
water  in  two  large  reservoirs  and  sev¬ 
eral  small  ones.  After  the  water  is 
used  in  the  generation  of  electricity,  it 
will  be  u.sed  in  irrigating  a  large  area 
in  Butte  County. 


Cooking  School  Dates  Announced 
for  Northwest  Section 

Announcement  of  a  schedule  of  cook¬ 
ing  schools  for  the  Northwest  has  re¬ 
cently  been  made  by  the  Edison  Electric 
Appliance  Company.  The  next  school, 
from  Oct.  15-20,  will  be  held  in  Tacoma, 
Wash.,  working  with  the  Tacoma 
Ledger  and  followed  by  a  range  cam¬ 
paign  wth  the  municipal  lighting  de¬ 
partment.  The  date  for  the  Seattle 
school  has  not  been  definitely  set  but 
will  be  about  Nov.  1  and  will  be  con¬ 
ducted  under  the  name  of  the  Seattle 
Times.  The  Puget  Sound  Power  and 
Light  Company  will  stage  a  range  sales 
campaign  immediately  following  the 

A  school  held  under  the  auspices  of 
school. 

the  Spokane  Chronicle  has  just  been 
completed  in  that  city.  Instruction  was 
given  to  housewives  Sept.  24-29  and 
immediately  following  the  cooking 
school  the  Washington  Water  Power 
Company  inaugurated  a  special  range 
campaign. 


Member*  of  the  stafF  of  the  Weatinghouie  Electric  &  ManufacturiitK  Company  in  the  Denver,  Colo.,  district,  aaaembi  i 
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Propose  Investigation  of  Range 
Situation  in  Northwest 

To  determine  whether  the  electric 
range  load  is  a  profitable  one  for  the 
central  station,  a  thorough  investigation 
of  the  situation  in  the  Northwest  is  to 
be  conducted  among  the  members  of  the 
Northwest  Electric  Light  and  Power 
Association.  The  executive  committee 
of  the  association  recently  went  on  re¬ 
cord  as  being  in  favor  of  making  the 
survey. 

Last  year’s  Commercial  Section  of 
the  Association  made  the  recommenda¬ 
tion  that  the  survey  be  conducted  and 
suggested  that  the  Association  stand 
the  expense  of  making  the  survey.  The 
executive  committee  at  its  first  meeting 
of  the  year  held  in  Seattle,  recently, 
appropriated  no  money  but  left  it  to  the 
manufacturers  and  central  stations  to 
furnish  the  necessary  funds.  The  Com¬ 
mercial  Section  has  been  directed  to  se¬ 
cure  the  central  station  contributions. 

The  proposed  investigation  •will  en¬ 
deavor  to  determine  the  cost  of  service, 
the  maintenance  cost  of  ranges  and  the 
amount  of  revenue  that  may  be  derived 
from  this  load.  It  is  proposed  to  em¬ 
ploy  a  special  man  to  obtain  the  infor¬ 
mation  desired. 

Plans  Made  for  Handling  Lumber 
Demand  of  Japanese 

Con\inced  by  the  developments  of  the 
past  two  weeks  that  higher  prices  •with 
an  almost  unlimited  market  will  be 
created  by  Japanese  reconstruction  buy¬ 
ing,  lumber  manufacturers  of  western 
Washington  and  western  Oregon  are 
lading  plans  for  the  busiest  fall  and 
•winter  in  the  history  of  the  industry. 
Mills  that  are  now  ninning  one  shift 
are  planning  on  operating  a  night  shift, 
and  mills  that  have  been  running  dou¬ 
ble  shifts  plan  on  speeding  up  produc¬ 
tion.  The  supply  of  logs  is  the  only 
uncertainty,  as  it  is  considered  certain 
that  the  present  supply  will  be  taxed  to 
capacity  of  the  logging  camps. 

A  definite  statement  of  Japan’s  im¬ 
mediate  needs  is  expected  shortly.  The 
first  of  the  orders  that  will  extend  over 
throe  or  four  years  is  also  expected 
soon.  There  has  been  little  accumula¬ 
tion  of  stocks  in  Northwest  yards,  but 
an  order  for  one  billion  feet  of  lumber 


could  be  filled  within  sixty  days  by 
Washington  mills  alone,  it  is  estimated. 

The  outstanding  result  of  the  Jap¬ 
anese  reconstruction  buying  is  the  fact 
that  the  problem  of  marketing  the 
lower  grades  •will  be  disposed  of  for 
years  to  come,  as  it  is  expected  that 
Japan  will  take  all  the  commons  the 
mills  can  cut  for  several  years  to  come, 
as  w'ell  as  large  quantities  of  high- 
grade  lumber. 

The  Douglas  Fir  Exploitation  &  Ex¬ 
port  Company  of  Seattle,  following  a 
conference  to  consider  ways  in  which 
the  Pacific  Northwest  lumbermen  can 
best  aid  in  rebuilding  the  devastated 
cities  of  Japan,  has  decided  to  appoint 
a  commission  of  lumber  experts  and 
building  advisers  to  visit  the  stricken 
areas  and  investigate  the  needs  of  the 
vast  reconstruction  problem.  The  Doug¬ 
las  company  is  the  largest  export  lum¬ 
ber  selling  agency  on  the  Pacific  Coast, 
with  stockholders  including  more  than 
one  hundred  of  the  largest  lumber  mills 
in  the  Northwest.  It  is  expected  the 
commission  •will  remain  abroad  more 
than  three  months. 

The  company  will  exert  every  effort 
to  prevent  profiteering  in  lumber  at 
Japan’s  expense,  and  has  announced  a 
company  donation  of  a  shipload  of  lum¬ 
ber,  4,000,00  ft.,  for  the  relief  •w'ork. 
The  commission  members  have  not  been 
named,  but  a  special  committee  to 
handle  all  details  in  advance  of  the 
commission’s  departure,  includes  R.  H. 
Burnside,  Portland;  W.  Y.  Henry,  Ta¬ 
coma;  A.  L.  Paine,  Hoquiam;  W.  H. 
Bonner,  Everett;  F.  C.  Knapp,  Portland; 
E.  G.  Griggs,  Tacoma,  and  E.  G.  Ames, 
Seattle. 

Electrically  Cooked  Food  Served 
Guests  at  Store  Opening 

The  formal  opening  of  the  new  store 
of  the  Walker  Electric  Company  of 
Boise,  Idaho,  at  824  Main  Street  on 
Sept.  8,  was  an  occasion  of  considerable 
interest  to  the  electrical  fraternity  and 
to  the  citizens  in  general. 

Coffee,  wafers  and  midget  waffles 
electrically  cooked  on  stock  equipment 
were  ser\'ed  all  day.  Demonstrations 
of  electric  ranges,  irons,  a  home  electric 
refrigerating  plant  and  other  appli¬ 
ances  were  given.  A  total  of  4,262  vis¬ 
itors  registered  during  the  day. 


Development  of  Electric  Truck 
Business  Recommended  • 

One  of  the  best  bits  of  e^vidence  that 
electric  truck  business  is  on  the  brink 
of  a  period  of  unprecedented  expansion 
is  the  cooperative  sales  and  service 
plan  which  has  been  put  into  effect  by 
the  Electric  Transportation  Company, 
Inc.,  of  Hartford,  Conn.  This  company, 
which  until  very  recently  was  a  de¬ 
partment  in  the  Hartford  Electric  Light 
Company,  has  branched  out  as  a  sepa¬ 
rate  business  under  the  direction  of 
W.  M.  Thayer,  fully  convinced  that  it 
will  not  be  long  before  the  electric  truck 
will  replace  the  horse-drawn  vehicle  and 
the  gfasoline  truck  for  at  least  80  per 
cent  of  all  city  delivery  w'ork. 

With  the  proper  application  of  the 
electric  truck  in  the  field  of  short-haul 
frequent-stop  service  •well  in  mind,  the 
Electric  Transportation  Company  is 
aiming  to  speed  up  this  condition  which 
they  are  convinced  must  ultimately  be. 
They  have  arranged  that  the  pur¬ 
chaser  of  an  electric  truck  does  not 
need  to  buy  a  storage  battery  but  may 
rent  one  from  the  company.  In  this 
connection  the  service  organization  sup¬ 
plies  a  battery  for  each  vehicle  and  not 
only  services  it  but  the  user  pays  a 
mileage  basis  with  discounts  from  the 
fixed  rate  where  the  driver  uses  com¬ 
mon  sense  in  operation. 

The  battery  rental  service  relieves 
the  o^wner  of  the  investment  in  a  bat¬ 
tery  and  also  of  repairs  and  charging. 
Continuous  day  and  night  service  is 
rendered  so  that  the  exchange  of  a  dis¬ 
charged  for  a  fully  charged  unit  is  pos¬ 
sible  at  all  times.  This  arrangement 
permits  of  continuous  operation  if  de- 
.sired  by  the  user  as  is  often  the  case 
in  busy  seasons  when  both  day  and 
night  work  is  done.  That  the  service 
and  storage  plan  is  appreciated  by  the 
users  of  electric  trucks  in  Hartford  and 
vicinity  is  .shown  by  the  fact  that  89 
per  cent  of  them  are  serviced  at  the 
station. 

The  Portland  Railway  Light  &  Power 
Company  is  to  put  in  extension  lines 
for  both  light  and  power  to  the  towns 
of  Warren  and  Scappoose,  Ore.  The 
franchise  has  been  given  and  petitions 
from  the  people  living  in  the  two  towns 
assure  sufficient  demand  for  the  service 
to  pay  its  installation. 
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Electricity  to  Play  Important 
Part  in  Industries  Show 

A  Palace  of  Electricity;  an  exhibition 
of  the  work  of  the  sculptors  and  artists 
of  California;  a  section  devoted  to  the 
exhibits  of  women  in  industry;  a  minia¬ 
ture  of  San  Francisco’s  Hetch  Hetchy 
water  and  power  project,  are  among  the 
things  which  will  be  featured  at  the 
third  annual  California  Industries  Ex¬ 
position,  to  be  held  in  the  San  Francisco 
Exposition  Auditorium  from  Nov.  17  to 
Dec.  2.  The  Palace  of  Electricity  ■will 
be  set  up  in  Polk  Hall,  on  the  ground 
floor  of  the  great  auditorium,  and  in  it 
will  be  exhibited  every  device  calculated 
to  lessen  housew’ork  and  to  make  the 
home  more  beautiful.  A  committee 
composed  of  members  of  the  San  Fran¬ 
cisco  Electrical  Development  League 
has  prepared  plans  for  the  special  illu¬ 
mination  of  the  Palace  of  Electricity. 
A  unique  method  of  lighting  the  hall 
ha.s  been  considered  and  present  plans 
call  for  the  expenditure  of  about  tw’o 
thousand  dollars  to  install  this  scheme 
of  illuminating  the  booths  of  the  elec¬ 
trical  exhibitors. 

This  year’s  exposition  will  be  twdce 
as  large  as  the  tw'o  preceding  ones. 
It  will  occupy  every  available  foot  of 
floor  space  in  the  auditorium,  whereas 
the  two  preceding  shows  have  found 
suflicient  space  for  their  exhibits  on  the 
main  floor  and  balcony. 

With  the  enlargement  of  the  exposi¬ 
tion  the  bars  have  been  let  dowm,  so 
that  this  year  any  industry  operating 
in  California  will  be  permitted  to  ex¬ 
hibit.  Heretofore  the  exhibits  have 
been  confined  to  made-in-California 
products. 


Municipal  Publicity  Department 
for  Seattle  Condemned 

Through  a  resolution  adopted  by  its 
executive  board  the  Voters  Information 
League  of  Seattle,  Wash.,  went  on  rec¬ 
ord  as  condemning  the  proposal  of  O. 
T.  Erick.son,  Seattle  Councilman  and 
others  to  include  in  the  city  budget  for 
next  year  an  item  of  $18,000  for  the  es¬ 
tablishment  of  a  publicity  bureau  for 
the  benefit  of  the  city-owned  public 
utilities.  The  resolution  suggests  as 
an  alternative  plan  that  each  utilities 
department  affected  be  allowed  a  pub¬ 


licity  appropriation  sufficient  for  its 
reasonable  needs,  and  that  this  sum  be 
directly  expended  by  or  under  the  per¬ 
sonal  supervision  of  the  head  of  each 
department;  and  that  all  publicity  given 
to  the  public  shall  be  made  over  the 
signature  of  the  respective  heads  of  de¬ 
partment. 

The  Ijeague  expressed  the  belief  that 
there  is  no  need  for  the  establishment 
of  a  special  publicity  department  for 
the  city,  attendant  overhead  expenses, 
employment  of  a  publicity  head  or 
agent  at  a  salary  of  not  less  than  $200 
a  month,  and  other  incidental  expenses, 
as  suggested  by  the  Erickson  resolution. 


New  Pasadena  Fire  Alarm  System 
Is  Put  into  Operation 

The  new  fire  alarm  sy.stem  built  for 
the  City  of  Pasadena,  Calif.,  by  the 
Stewart  Electrical  Manufacturing  Com¬ 
pany,  of  San  Francisco,  has  been  put 
in  commission  after  several  months  of 
preliminary  preparation.  The  new  sys¬ 
tem  w'as  installed  at  a  cost  of  $85,000 
and  is  one  of  the  most  modem  in  the 
United  States. 

Louis  Degan,  the  engineer  who  de- 
.signed  and  installed  the  system,  claims 
that  it  is  as  nearly  mechanically  per¬ 
fect  as  possible.  A  special  arrange¬ 
ment  provides  that  even  if  the  circuit 
is  broken  an  alarm  could  be  turned  in. 
Alarms  may  be  received  either  by  op¬ 
erators  or  automatically.  The  fire 
alarm  boxes  are  so  equipped  that  tele¬ 
phone  orders  may  be  sent  to  the  station 
by  firemen  without  interfering  with 
alarms  that  may  come  through. 


The  California  Oregon  Power  Com¬ 
pany  is  building  a  power  plant  in 
Klamath  Falls,  Ore.,  on  the  east  bank 
of  the  Link  River.  The  specifications 
call  for  the  equipment  for  a  4,500-hp. 
plant.  This  is  an  increase  of  about 
1,000  kw’.  over  the  plant  originally 
planned  when  the  abandoned  canals  and 
rights-of-way  were  purchased  from  the 
United  States  Reclamation  Service.  The 
generating  plant  will  be  located  4,200 
ft.  down  the  river  from  the  present 
dam,  at  which  point  there  will  be  a  40- 
ft.  drop  into  the  turbines.  Preliminary 
work  in  locating  by  boring  permanent 
rock  bases  for  the  foundations  is  under 
way. 


Organization  of  Denver  League 
Manufacturers  Planned 

Action  w'as  taken  recently  by  the 
manufacturer  members  of  the  Elec¬ 
trical  Cooperative  League  of  Denver, 
Colo.,  looking  toward  the  permanent  or¬ 
ganization  of  that  group.  To  that  end, 
arrangements  have  been  completed  for 
another  meeting,  October  2,  at  which 
time  matters  of  policy  and  interest  es¬ 
pecially  to  manufacturers  will  be  con¬ 
sidered. 

The  purpose  of  the  definite  organiza¬ 
tion  of  the  manxifacturers’  division  is 
that  of  effecting  a  solution  of  problems 
confronting  that  branch  of  the  indus¬ 
try  as  a  result  of  more  frequent  meet¬ 
ings  and  the  development  of  a  line  of 
action  whereby  definite  assistance  can 
be  rendered  the  League  in  its  work 
among  Denver  architects,  builders,  con¬ 
tractors,  merchants  and  others  con¬ 
cerned  in  adequate  wiring  and  lighting. 

Another  feature  is  that  of  rendering 
complete  assistance  to  the  Denver 
League  in  the  maintenance  of  its  infor¬ 
mation  bureau. 


Southern  California  Edison  to 
Erect  Stores  Buildings 

A  building  permit  for  the  erection  of 
the  first  units  of  the  company’s  new' 
general  stores  at  Alhambra,  Calif.,  w’as 
recently  issued  to  the  Southern  Califor¬ 
nia  Edi.son  Company.  These  general 
stores  buildings  when  completed  will 
serve  the  entire  Edison  system.  Sup¬ 
plies  and  equipment  will  be  distributed 
from  this  base  to  the  secondary  general 
stores  at  the  various  district  head¬ 
quarters. 

The  Southern  California  Edison  Com¬ 
pany  purchased  26  acres  of  land  in  the 
industrial  section  of  Alhambra  about  a 
year  and  a  half  ago  and  the  new  struc¬ 
tures  will  be  located  on  this  tract.  A 
pole-treating  plant  and  boiler  house 
have  already  been  erected.  The  new 
group  of  buildings  will  consist  of  eight 
units  with  a  total  floor  area  of  five 
acres. 

Among  the  buildings  to  be  erected 
are:  a  building  for  the  test  department, 
an  open  storage  shed,  and  a  shop.  These 
are  in  addition  to  the  general  .stores 
building. 


r  the  annual  outing  and  jollification  which  was  held  Sept.  8  at  Bergen  Park  in  the  mountains  in  the  vicinity  of  Denver. 
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Record  Attendance  at  Rocky  Mountain  Convention 

Program  of  Excellent  Character  Is  Presented  at  Most  Successful 
N.E.L.A.  Section  Meeting  Ever  Held  in  Territory 


The  best  convention  in  the  history 
of  the  di\ision  is  the  unqualified  com¬ 
ment  of  leaders  in  the  Colorado  Public 
Service  Association  and  Rocky  Moun¬ 
tain  Section  of  the  National  Electric 
Light  Association  over  the  annual  joint 
meeting  of  those  groups  at  Glenwood 
Springs,  Colo.,  Sept.  17-19.  The  con¬ 
vention  drew  a  larger  number  of  utility 
chiefs  and  their  families  than  ever  be¬ 
fore  were  in  attendance,  the  total  reg¬ 
istration  reaching  172,  a  fifty  per  cent 
increase  over  the  previous  high  record 
established  last  year. 

Special  praise  was  given  to  the  high 
calibered  program  which  included  a 
number  of  papers  from  nationally 
known  figures  in  the  electrical  industr>% 
Several  prominent  attorneys  of  Denver 
w'ere  also  speakers  and  one,  the  Hon. 
John  T.  Barnett,  in  his  address  on  the 
American  Constitution,  drew  the  fire  of 
Cov.  William  E.  Sweet  of  Colorado.  The 
latter  was  not  present  but  through  the 
newspapers  of  the  region  replied  the 
next  day  in  what  is  regarded  to  be  the 
opening  battle  between  the  two  chief 
aspirants  in  the  coming  Colorado  sena¬ 
torial  race. 

For  the  first  time  since  its  organiza¬ 
tion,  complete  reports  were  submitted 
on  division  activities  by  section  and 
committee  chairmen.  Activities  of  these 
groups  and  the  encouragement  of  more 
interest  throughout  the  division  necessi¬ 
tated  a  plan,  approval  to  which  was 
given  by  the  convention,  providing  for 
quarterly  meetings,  one  each  in  Den¬ 
ver,  a  Wyoming  city,  a  New  Mexico 
city,  and  the  annual  convention  at  Glen¬ 
wood  Springs.  The  first  of  these  ses¬ 
sions  will  be  held  at  Albuquerque,  N.M., 
early  in  November. 

Better  public  relations,  customer 
owner.ship,  and  commercial  development 
of  the  industry  were  the  outstanding 
subjects  of  discussion.  Nearly  every 
paper  and  report  presented  included 
one  or  more  phases  of  these  utility 
problems. 

One  of  the  most  interesting  papers 
presented  at  the  convention  was  that  of 
Charles  R.  Brock,  a  Denver  attorney, 
on  “Public  Utilities — History,  Causes 
of  Unpopularity,  Menace  of  Municipal 
0\\’nership.”  John  W.  Demaine  of  the 
Minneapolis  General  Electric  Company, 
in  his  talk  on  the  generation  of  good¬ 
will  launched  a  discu.ssion  that  proved 
unusually  illuminating  to  the  central 
station  representatives  present,  judg¬ 
ing  from  the  questions  asked  and  the 
comments  heard  after  the  meeting. 

Considerable  attention  was  paid  to 
the  same  subject  in  the  paper  presented 
by  Mrs.  Alma  E.  Hunt  who  spoke  on 
the  promotion  of  electric  cookery.  Mrs. 
Hunt  is  the  head  of  the  electric  cookery 
and  home  economics  department  of  the 
Southern  Colorado  Power  Company, 
•with  headquarters  at  Pueblo.  Her  ap¬ 
pearance  on  the  program  of  the  conven¬ 
tion  is  said  to  be  the  first  time  a  woman 
has  so  been  honored  in  the  Mountain 
Division. 

Another  departure  on  the  program 
was  that  of  the  subjects  assigned  to 
several  of  the  electrical  leaders.  Clare 
N.  Stannard,  vice-president  and  general 
manager  of  the  newly  formed  Public 
Service  Company  of  Colorado  discussed 


“Timely  Topics,”  while  George  Hughes, 
president  of  the  Edison  Electric  Appli¬ 
ance  Company,  presented  a  number  of 
present  day  problems  confronting  the 
electrical  industry. 

As  a  result  of  the  action  taken  at 
the  annual  convention  last  year  the 
officers  of  the  Rocky  Mountain  Division 
elected  at  that  time  did  not  assume 
office  until  July  1  of  this  year  in  order 
that  the  official  and  fiscal  year  w:ould 
coincide  with  the  national  organization. 
As  a  result  D.  C.  McClure,  electrical 
superintendent  of  the  Denver  Gas  & 
Electric  Light  Company,  presided  at  the 
meetings  along  with  Ernest  Stenger, 
receiver  of  the  Denver  Tramway  Com¬ 
pany,  pre.sident  of  the  Colorado  Public 
Service  Association.  In  the  annual 
election,  the  latter  was  .succeeded  by 
Ben  S.  Read,  president  of  the  Mountain 
States  Telephone  &  Telegraph  Company, 
while  in  the  National  Electric  Light  As¬ 
sociation,  Norman  Read,  general  man¬ 
ager  of  the  Colorado  Power  Company, 
was  designated  to  succeed  Mr.  McClure 
next  July.  Clare  N.  Stannard  of  the 
Denver  central  station  was  added  as  a 
■vice-president  to  the  divi.sion  organiza¬ 
tion.  A.  C.  Cornell,  Denver  manager 
of  the  Western  Electric  Company,  was 
re-elected  treasurer  and  O.  A.  Weller 
was  reappointed  secretary. 


Appliances  and  Washers  Receive 
Attention  in  Booklets 

Two  recent  issues  of  the  organ  “Sales 
Helps,”  publi.shed  by  the  Society  for 
Electrical  Development,  Inc.,  contain 
excellent  suggestions  for  the  electrical 
dealer.  The  two  booklets  are  entitled 
“Table  Socket  Appliances”  and  “Electric 
Washers.” 

In  the  issue  devoted  to  table  socket 
appliances,  a  mass  of  advertising  ma¬ 
terial  and  sales  letters  is  presented. 
The  suggestions  present  typical  exam¬ 
ples  of  letters  and  advertising  copy  and 
in  addition  show  proper  layouts  for 
window  displays.  The  advertising  lay¬ 
outs  suggested  are  particularly  attrac¬ 
tive. 

Suggested  means  of  increasing  the 
dealer's  washing  machine  business  are 
incoi-po rated  in  the  issue  of  “Sales 
Helps”  devoted  to  electric  washers. 
Here  also  suitable  letters  and  adver¬ 
tising  layouts  are  presented  along  with 
attractive  window  display  suggestions. 


Ornamental  Lighting  Considered 
for  Denver  Highway 

Another  ornamental  street  lighting 
system  extending  along  a  new'  highway 
being  opened  through  the  center  of 
town  is  being  planned  in  Denver,  Colo. 
It  is  proposed  to  provide  a  boulevard 
lighting  system  along  this  street — 
Broadway — from  Glenarm  Place  to  and 
across  a  new  viaduct  to  the  Denver 
Union  stockyards,  a  distance  of  ap¬ 
proximately  two  and  one-half  miles. 

Backing  the  movement  is  the  Broad¬ 
way  Extension  Association,  headed  by 
John  S.  Flower,  president,  and  some  of 
Denver’s  mo.st  prominent  bu.siness  men, 
including  factory  heads,  lumber  dealers, 
real  estate  leaders,  contraciors  and  pub¬ 
lic  spirited  citizens. 


Transformer  Serv^  Utility  for 
Eighteen- Year  Period 

Despite  the  fact  that  it  had  been  in 
service  for  eighteen  years,  a  20-kva., 
10,000-volt  transformer  operating  on 
the  lines  of  the  Southern  California 
Edison  Company,  was  removed  from 
service  only  bemuse  it  was,  according 
to  instruction  tags,  “no  longer  needed 
in  this  district.” 

The  transformer  was  .sent  from  the 
Fullerton  district  to  a  Los  Angeles 


Core  and  coils  of  transformer  after  eifrhteen 
years  of  service  with  no  attention. 


warehouse  with  instructions  to  clean 
and  paint  it.  Before  being  sent  to  the 
shop  for  the  cleaning  and  painting,  the 
transformer  successfully  withstood  the 
potential  tests  that  were  made. 

When  the  transformer  case  was  re¬ 
moved  the  sludge  at  the  top  resembled 
coke  which  was  knocked  off  w’ith  a 
hammer.  At  the  bottom  it  looked  simi¬ 
lar  to  axle  grease.  Records  of  the 
Pitt.sfield  factory  of  the  General  Elec¬ 
tric  Company,  where  the  tran.sformer 
w’as  made,  show  that  the  apparatus  was 
tested  in  January,  1905. 


Contract  for  Canadian  Dry  Dock 
Given  Vancouver  Firm 

The  Dominion  of  Canada  Government 
has  awarded  the  contract  for  equipping 
the  new  dry  dock  at  Esquimalt,  Van¬ 
couver  Island,  with  pumping  machiner>', 
machine  shop,  lighting  system  and 
other  incidentals  necessary  to  a  modern 
dry  dock,  to  Hodgson,  Marble  &  King, 
of  Vancouver,  for  $200,000.  The  con¬ 
tract  calls  for  three  60,000-gal.  elec¬ 
trically-driven  pumps  besides  a  number 
of  auxiliary  pumps,  and  the  housing  of 
the  w’hole  in  a  reinforced  concrete 
building. 

Work  on  the  construction  is  to  be 
commenced  at  once.  It  is  expected  that 
the  dock,  which  has  been  under  con¬ 
struction  for  more  than  two  years,  and 
which  has  entailed  an  enormous  amount 
of  rock  excavation,  will  be  complete<l 
next  year.  The  total  appropriation  for 
the  dock  is  five  million  dollars. 
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Ogden  Rotarians  Told  of  Growth 
of  Electrical  Industry 

In  an  address  before  the  Ogden 
(Utah)  Rotarj’  Club  on  Sept.  5, 
which  covered  some  interesting  devel¬ 
opments  in  the  electrical  industry,  S.  R. 
Inch,  vice-president  and  general  man¬ 
ager  of  the  Utah  Power  &  Light  Com¬ 
pany,  traced  the  growth  of  the  industry 
from  the  building  of  the  first  power 
plant  in  England  in  1878  up  to  the  pres¬ 
ent  time.  He  pointed  out  the  rapid 
progress  which  has  been  made  in  Utah 
in  the  development  of  water  power  and 
the  bringing  of  electricity  to  industries 
and  homes. 

In  the  territory’  now  served  by  the 
Utah  Power  &  Light  Company,  Mr. 
Inch  said,  there  were  originally  many 
small  companies  rendering  inadequate 
service.  In  1912  these  companies  were 
consolidated  into  the  present  organiza¬ 
tion,  which  now  has  an  installed  ca¬ 
pacity  of  225,000  hp.  as  compared  with 
120,000  hp.  eleven  years  ago,  and  is  now 
serving  210  communities,  as  against  130 
in  1912. 

Mr.  Inch  also  pointed  out  some  of 
the  many  ways  in  which  the  Utah 
Power  &  Light  Company  contributes  to 
the  welfare  of  the  communities  it 
.serves.  He  emphasized  the  fact  that 
the  company  pays  an  enormous  sum  in 
taxes  each  year,  and  distributes  .several 
millions  of  dollars  each  year  in  wages 
to  about  3,000  employees,  in  addition  to 
large  local  expenditures  for  material 
and  supplies. 


Second  Convention  of  Electric 
Clubs  Is  Successful 

More  than  one  hundred  and  fifty  dele¬ 
gates  of  local  electrical  leagues  and 
clubs  and  representatives  of  all  the 
branches  of  the  electrical  industry  were 
in  attendance  at  Camp  Cooperation  III, 
the  .second  annual  conference  of  local 
electrical  leagues  and  clubs,  held  at 
Association  Island,  N.  Y.,  Sept.  16-19. 
League  business,  dealing  largely  with 
the  benefits  to  be  derived  from  co¬ 
operation,  was  discussed  at  the  five 
sessions  that  w’ere  held. 

W.  E.  Robertson  was  elected  chair¬ 
man  of  the  conference.  The  first  ses¬ 
sion  was  devoted  to  the  discussion  of 
how  national  ideas  could  be  put  to 
work  locally.  It  was  pointed  out  by 
L.  D.  Gibbons  of  Boston,  Mass.,  that 
there  was  a  need  for  a  national  tie-in 
for  local  leagues  that  would  co-ordinate 
their  activities  and  clear  their  experi¬ 
ences  for  general  application.  Consid¬ 
erable  time  was  spent  in  telling  of  the 
progress  that  had  been  made  by  the 
local  leagues  during  the  past  year.  The 
importance  of  residence  lighting  in 
league  work  was  discussed  in  one  of 
the  meetings  and  was  the  first  of  a 
series  of  commodity  programs  in  which 
was  empha.sized  the  opportunity  for 
the  league  to  engage  directly  in  the  de¬ 
velopment  of  specific  commodity  fields. 

The  delegates  at  the  convention  de¬ 
voted  considerable  time  to  the  relating 
of  experiences  with  the  exhibiting  of 
electric  homes.  It  was  the  consensus 
of  opinion  that  it  w’as  a  mistake  to 
endeavor  to  commercialize  the  electric 
home,  either  to  endeavor  to  make 
money  in  the  sale  of  appliances  or  by 
*  endeavoring  to  sell  the  home  or  fixtures 
at  a  profit. 

L.  R.  Davis,  of  the  Association  of 
Electragists,  Interaational,  told  the 


gathering  that  it  was  a  mistake  to  put 
a  quantity  of  routine  work  on  the  hands 
of  the  local  secretary  of  any  league.  He 
stated  that  the  secretary  should  be 
given  the  time  and  opportunity  to  en¬ 
gage  in  field  work  and  that  executive 
work  should  be  done  by  the  executive 
committee  and  officers  of  the  organiza¬ 
tion.  H.  A.  Lane  of  the  Joint  Com¬ 
mittee  for  Business  Development  stated 
that  the  leagues  in  the  larger  cities 
should  take  an  interest  in  the  suburbs 
and  outlying  towns  and  endeavor  to  in¬ 
still  the  spirit  of  cooperation  there. 

Six  talks  on  “electrical  housekeeping” 
were  delivered  before  the  meeting  by 
women  interested  in  the  industry.  These 
speakers  endeavored  to  present  the  fem¬ 
inine  point  of  view  regarding  electricity 
in  the  home  and  in  a  .satirical  manner 
pointed  out  some  of  the  fallacies  of  put¬ 
ting  the  work  of  electrifying  the  home 
in  the  hands  of  men. 

At  the  session  devoted  to  the  discus¬ 
sion  concerning  newspaper  publicity 
which  was  presided  over  by  Earl  E. 
Whitehome,  commercial  editor.  Elec¬ 
trical  World,  the  opinion  was  formed 
that  leagues  could  do  well  to  sponsor 
electrical  pages  whenever  possible.  The 
final  meeting  of  the  convention  was  de¬ 
voted  almost  entirely  to  the  discussion 
of  the  need  for  national  direction  of 
league  activities. 


In  commemoration  of  thirty-five  years 
of  service  with  the  Commonwealth 
Edison  Company  and  its  predecessor 
companies  in  Chicago,  Ill.,  men  of  the 
company  who  had  been  associated  with 
the  guest  of  honor  upwards  of  ten 
years,  gave  a  banquet  to  L.  A.  Fergu- 
.son,  vice-president  in  charge  of  opera¬ 
tions,  on  Sept.  12.  At  this  time  a  book, 
containing  the  signatures  of  one  thou¬ 
sand  men  and  women  who  had  served 
■with  him  for  a  decade  or  more,  was  pre¬ 
sented  to  Mr.  Fergu.son.  The  guest  of 
honor  first  entered  the  employ  of  the 
Chicago  Edison  Company  in  1888.  When 
the  Chicago  Edison  Company  and  the 
Commonwealth  Electric  Company  were 
consolidated  in  1907  Mr.  Ferguson  was 
made  vice-president  of  the  present  or¬ 
ganization. 


The  Atchison,  Topeka  &  Santa  Fe 
Railroad  has  recently  completed  a  sur¬ 
vey  of  the  hydroelectric  possibilities  of 
the  Colorado  River,  according  to  W.  B. 
Storey,  president  of  the  railroad  com¬ 
pany.  Mr.  Story  in  addressing  the 
Chamber  of  Commerce  of  Pasadena, 
Calif.,  stated  that  the  company  has  no 
definite  plans  concerning  the  electrifica¬ 
tion  of  its  lines,  but  that  the  question 
might  come  up  in  the  near  future. 


The  annual  banquet  of  the  Seattle 
Section,  American  Institute  of  Elec¬ 
trical  Engineers,  was  held  on  Sept.  10, 
at  the  College  Club.  Professor  W.  A. 
Russell,  C.E.,  M.E.,  delivered  an  ad¬ 
dress  on  “The  Engineers’  Latest  Job.” 
C.  F.  Terrell  made  his  report  on  his 
trip  to  the  National  Convention  at 
Swamp.scott,  Mass. 


The  city  council  of  Pasco,  Wa.sh., 
recently  voted  to  purchase  the  water 
system  of  the  Pacific  Power  &  Light 
Company  for  $60,000  and  to  grant  the 
firm  a  50-year  franchise  for  light  and 
power  service  in  the  city. 


Salt  Lake  City  Audience  Hears 
Illuminating  Engineer 

George  H.  Stickney,  illuminating  en¬ 
gineering  assistant  to  the  sales  manager 
of  the  Edison  Lamp  Works  of  the  Gen¬ 
eral  Electric  Company,  who.se  head¬ 
quarters  are  at  Harrison,  N.  J.,  spent 
Sept.  13  and  14  in  Salt  Lake  City,  Utah, 
and  while  there  Mr.  Stickney  gave  a 
talk  before  a  large  gathering  of  elec¬ 
trical  people  at  the  Commercial  Club. 

At  that  meeting  he  told  of  the  prog¬ 
ress  that  has  been  made  in  the  art  of 
illumination  during  the  past  few  years, 
and  of  the  possibilities  for  future  devel¬ 
opment.  He  urged  the  necessity  of  co¬ 
operation  of  all  branches  of  the  industr>' 
in  educating  the  public  to  the  value  of 
better  lighting.  Mr.  Stickney  impressed 
upon  local  electrical  interests  the  broad 
field  which  is  before  them  in  developing 
this  phase  of  the  electrical  industry. 

Mr.  Stickney  on  Sept.  20  addressed 
the  electrical  industry  of  Denver,  Colo., 
following  his  attendance  at  the  Glen- 
wood  Springs  convention  of  the  Colo¬ 
rado  Public  Service  Association  and  the 
Rocky  Mountain  division  of  the  National 
Electric  Light  Association.  This  talk 
was  given  as  the  forerunner  of  a  motlel 
lighting  exhibit  of  a  commercial-indus¬ 
trial  nature  to  be  opened  to  the  public 
shortly  by  the  Denver  Electrical  Co¬ 
operative  League.  The  subject  of  the 
talk  was  “Does  Good  Lighting  Pay?” 


Power  Development  on  Williams 
River  Is  Contemplated 

Tentative  plans  for  a  power  and  irri¬ 
gation  project  on  the  Bill  Williams 
River  in  western  Arizona,  have  been 
announced  by  a  new  corporation  known 
as  the  Williams  River  Corporation.  It 
is  reported  that  the  project  will  involve 
the  construction  of  a  series  of  four 
dams  on  tributaries  of  the  Bill  Williams 
River  .  Filings  on  the  damsites  have 
recently  been  completed. 

It  has  been  announced  that  a  double 
use  will  be  made  of  the  water,  first  for 
the  development  of  power  and  second 
for  the  irrigation  of  lands  in  the  Parker 
district.  Sonderegger  &  Hincks,  Los 
Angeles  engineers,  are  preparing  plans 
for  the  project. 


Remini>:ton  Arms  Company  Wins 
Patent  Suit  Decision 

A  decision  in  favor  of  the  Reming¬ 
ton  Arms  Company,  Inc.,  has  just  been 
handed  dowm  by  Judge  Hugh  M.  Morris 
of  the  United  States  District  Court  at 
Wilmington,  Del.,  in  the  patent  infringe¬ 
ment  suit  of  the  National  Cash  Regis- 
tre  Company  of  Dayton,  Ohio,  against 
the  Remington  company.  This  suit 
was  filed  by  the  National  company  im¬ 
mediately  after  the  Remington  cash 
regi.ster  was  placed  on  the  market 
about  two  years  ago,  and  alleged  in¬ 
fringement  by  the  sale  of  that  machine 
of  three  patents  owned  by  the  National 
company.  In  the  pre.sent  decision  the 
Court  found  two  of  the  patents  in¬ 
valid  and  the  third  not  infringed. 

This  is  the  third  decision  which  has 
been  handed  down  in  this  case.  The 
first  decision  was  by  Judge  Morris,  de¬ 
nying  the  plaintiff’s  motion  for  a  pre¬ 
liminary  injunction,  on  July  29,  1922. 
The  second  was  the  decision  of  the 
United  States  Circuit  Court  of  Appeals 
at  Philadelphia,  confirming  the  first  de- 
ci.sion  of  Judge  Morris. 
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I  Meetings  | 

Arrangements  Are  Completed  for 
Institute  Convention 

All  arrangements  have  been  per¬ 
fected  for  the  Pacific  Coast  convention 
of  the  American  Institute  of  Electrical 
Engineers  at  Del  Monte,  Calif.,  Oct.  2-5, 
1923,  and  for  the  two  inspection  trips 
which  ^^^ll  be  afforded  delegates  im¬ 
mediately  following  the  convention.  In 
addition  to  a  list  of  high  class  papers 
on  important  engineering  subjects,  elab¬ 
orate  plans  have  been  made  for  the 
entertainment  of  the  many  delegates. 

One  of  the  features  of  the  convention 
will  be  a  paper  by  C.  P.  Steinmetz, 
consulting  engineer  of  the  General  Elec¬ 
tric  Company,  and  his  assistant,  J.  L.  R. 
Hayden,  on  “High  Voltage  Insulation.” 
Professor  Harris  J.  Ryan  of  Stanford 
University,  the  new'  president  of  the 
Institute,  will  preside  over  the  sessions 
at  Del  Monte  and  in  addition  will  de¬ 
liver  a  paper  on  “Researches  Relating 
to  High  Voltage  Transmission.”  Other 
equally  interesting  and  important  pa¬ 
pers  will  be  presented  while  the  dis¬ 
cussions  are  expected  to  bring  out  much 
additional  information  regarding  the 
design,  construction  and  operation  of 
high  tension  apparatus. 

The  tw’o  special  trips  which  have  been 
arranged  for  the  delegates  include  a 
trip  over  the  Big  Creek  development  of 
the  Southern  California  Edison  Com¬ 
pany  and  another  to  the  various  units 
of  the  super-pow'er  system  serving  the 
San  Francisco  Bay  region,  including  the 
220-kv.  Vaca-Dixon  substation  of  the 
Pacific  Gas  and  Electric  Company. 


First  Meeting  After  Vacation 
Held  by  San  Diego  Club 

Its  summer  vacation  over,  the  San 
Diego  Electric  Club  settled  down  to  a 
year  of  accomplishment  in  the  first 
meeting  since  June,  on  Sept.  18.  While 
the  attendance  w’as  not  large.  President 
Zweiner  of  the  club  declared  it  w’as  all 
that  he  expected  after  so  long  a  cessa¬ 
tion  of  operations  and  the  added  circum¬ 
stance  of  a  change  in  meeting  place 
location. 

The  first  meeting  was  more  of  a  get- 
together  and  re-acquaintance  gathering, 
there  having  been  no  regular  program 
arranged  for  the  day.  General  discus¬ 
sion  of  plans  for  the  year  brought  forth 
unusual  enthusiasm  and  “Jess”  Zweiner 
predicted  from  this  preliminary  showr- 
ing  a  successful  season  ahead.  A  regu¬ 
lar  programmed  meeting  was  held  on 
Sept.  25. 


Civil  Engineers  Head  Addresses 
Salt  Lake  Engineers 

Charles  Frederick  Low’eth,  president 
of  the  American  Society  of  Civil  Engi¬ 
neers,  and  chief  engineer  of  the  Chi¬ 
cago,  Milwaukee  &  St.  Paul  Railroad, 
was  the  principal  speaker  at  the  wreekly 
luncheon  of  the  All  Engineers  Club  on 
Sept.  10. 

The  future  of  the  engineering  profes¬ 
sion  is  a  bright  one,  as  is  indicated  by 
the  recognition  given  engineers  during 
the  last  two  years,  said  Mr.  Loweth. 


It  is  a  crying  shame,  he  said,  that  more 
engineers  do  not  occupy  public  positions 
that  require  engineering  knowledge. 

He  urged  the  continuance  of  the  en¬ 
gineering  council,  comprised  of  repre¬ 
sentatives  of  the  various  engineering 
activities.  On  this  subject  he  said  that 
the  council  is  beneficial  to  the  various 
engineer  organizations  and  to  the  engi¬ 
neers  and  gives  members  of  the  profes¬ 
sion  an  opportunity  for  greater  public 
service. 

The  meeting  w’as  one  of  the  most 
largely  attended  meetings  of  the  or¬ 
ganization.  R.  K.  Brown,  of  the  Salt 
Lake  &  Utah  electric  railroad,  w'as 
chairman. 


California  Electrical  Men  Hear 
Charles  P.  Steinmetz 

Seven  hundred  members  of  the  elec¬ 
trical  industry  in  San  Francisco,  most 
of  them  members  of  the  San  Francisco 
Electrical  Development  League,  heard 
Dr.  Charles  P.  Steinmetz,  chief  consult¬ 
ing  engineer  of  the  General  Electric 
Company,  speak  on  the  topic  “Elec¬ 
tricity  and  Civilization”  on  Sept.  24. 
Covering  the  development  of  civilization 
in  a  rapid  manner.  Dr.  Steinmetz  told 
his  audience  that  the  phrase  “Do  It 
Electrically”  was  not  merely  a  trade 
and  sales  slogan,  but  w’as  one  which, 
if  followed,  w’ould  do  much  for  the  ad¬ 
vancement  of  civilization.  It  is  his 
belief  that  the  advance  in  civilization 
during  the  last  century  w’as  due  largely 
to  the  use  of  electricity.  A  Western 
Electric  public  address  system  was  in- 


COMING  EVENTS 

Americu  InatJtato  mt  Electrical  Bncineere— 
PaciSe  Ooast  Convention — Del  Monte,  Calif. 
Oct.  2-6.  1923 

Aeeociation  of  Elcctrariata  International — 
Annual  Convention — Washington,  D.  C. 
Oct.  9-12,  1923 

California  Industries  Exposition — 

Exposition  Auditorium — San  Francisco,  Calif. 
Nov.  17-Dec.  2,  1923 


stalled  in  the  hall  to  enable  all  of  the 
audience  to  hear  the  speaker.  S.  J,  Lis- 
berger.  Pacific  Gas  and  Electric  Com¬ 
pany,  W’as  chairman  of  the  day. 

The  famous  electrical  engineer  also 
addressed  a  large  meeting  of  the  San 
Francisco  section  of  the  American  Insti¬ 
tute  of  Electrical  Engineers  on  the 
evening  of  Sept.  24.  His  discussion 
concerning  the  characteristics  of  light¬ 
ning  and  the  means  of  handling  it  was 
particularly  interesting  to  the  engineers 
and  their  guests  w'ho  w’ere  assembled 
to  hear  him  talk. 

Members  of  the  Electric  Club  of  Los 
Angeles  had  an  opportunity  to  hear 
Dr.  Steinmetz  advance  his  theories  con¬ 
cerning  the  “World  Problems  of  the 
Electrical  Engineer”  on  Sept.  17,  Four 
hundred  and  thirty  of  the  electrical  men 
and  their  guests  in  the  southern  Cali¬ 
fornia  city  W’ere  present  at  the  luncheon 
meeting  at  w’hich  Dr.  Steinmetz  spoke. 

During  the  Pacific  Coast  Convention 
of  the  American  Institute  of  Electrical 
Engineers,  to  be  held  at  Del  Monte, 
Calif.,  Oct.  2-5,  Dr.  Steinmetz  w’ill  de¬ 
liver  a  paper  on  the  “Engineering  Prob¬ 
lems  of  the  Electrical  Industry.” 


Pacific  Coast  Jobbers’  Meeting 
Held  at  Gearhart,  Ore. 

The  electrical  jobbers  of  Portland 
were  the  hosts  at  the  quarterly  meeting 
of  the  Pacific  Division  of  the  National 
Electrical  Supply  Jobbers’  Association 
held  at  the  new  Gearhart  Hotel,  Gear¬ 
hart,  Ore.,  Sept.  5-7.  The  attendance 
W’as  well  above  the  average  so  far  as 
the  Northwest  delegates  were  con¬ 
cerned,  but  the  attendance  from  the 
more  distant  points  was  somewhat  less 
than  usual. 

Closed  business  sessions  were  held 
Wednesday  and  Thursday  afternoons, 
at  W’hich  in  addition  to  the  usual  rou¬ 
tine  business,  two  papers  were  pre¬ 
sented.  One  was  by  George  A.  Boring, 
manager  of  the  Pacific  States  Electric 
Company,  Portland,  entitled  “My  Com¬ 
petitor”;  and  the  other  by  Harry  Byrne 
of  the  North  Coa.st  Electric  Company, 
Seattle,  entitled  “The  Cost  of  Sales  So¬ 
licitations.” 

A.  C.  McMicken,  commercial  manager 
of  the  Portland  Railway  Light  &  Power 
Company,  w’as  in  charge  of  the  open 
session  held  Friday  afternoon.  It  was 
at  this  meeting  that  John  A.  Laing, 
vice-president  and  general  counsel  of 
the  Pacific  Power  &  Light  Company, 
Portland,  delivered  an  address  on  the 
state  ow’nership  of  public  utilities.  He 
cited  many  cases  to  illustrate  the  fal- 
lacy  that  state  or  municipally  owned 
utilities  are  more  efficiently  managed 
and  give  cheaper  service  than  those 
privately  ow’ned.  Frank  Branch  Riley, 
attorney  and  lecturer  of  Portland,  was 
the  next  speaker,  dwelling  on  the  im¬ 
portance  of  the  tourist  trstoe. 

The  social  features  of  the  convention 
were  very  carefully  planned.  Every 
morning  was  devoted  to  golf.  The  u.sual 
handii^p  tournament  was  played  off, 
resulting  in  the  aw’ard  of  three  trophies 
to  S.  W.  Peterson,  sales  manager  of 
the  Stubbs  Electric  Company  of  Port¬ 
land.  He  not  only  won  the  coveted 
Deming  trophy  and  the  “Old  Copper 
Cup”  but  a  new  trophy  put  up  by  the 
Washington  Electric  Supply  Company 
of  Spokane,  A  “Calcutta  Pool”  added 
to  the  interest  of  the  players.  The  con¬ 
vention  closed  w’ith  a  banquet  Friday 
evening,  follow’ed  by  music  and  dancing. 


Scientific  lighting  was  discussed  at  a 
conference  held  at  the  Palace  Hotel  in 
San  Franci.sco  Sept.  20-22.  Lighting 
experts  from  the  Pacific  Coast  states 
W’ere  in  attendance  at  the  meetings 
which  were  under  the  direction  of  E.  W. 
Garcia,  of  the  Pacific  States  Electric 
Company.  R.  M.  Alvord,  of  the  Edison 
Lamp  Works,  acted  as  chairman  at  the 
meetings  that  were  held.  A  large  num¬ 
ber  of  salesmen,  architects,  dealers  and 
men  interested  in  the  installation  of 
lighting  fixtures  attended  the  con¬ 
ference. 


The  Electric  Club  of  Seattle  has 
elected  the  following  officers  to  serve 
for  the  ensuing  year:  Harry  Martin, 
National  Carbon  Company,  president; 
George  Cooley,  Cooley  Electric  Com¬ 
pany,  treasurer;  and  Julius  Hooper, 
Rainier  Electric  Company,  secretary. 
The  Electric  Club  includes  in  its  mem¬ 
bership  approximately  165  men  of  the 
electrical  fraternity  in  Seattle,  includ¬ 
ing  jobbers,  contractor-dealers,  manu¬ 
facturers’  representatives  and  central 
station  men. 


October  1,  1923] 


P.  A.  Geier  Company,  Cleveland,  Ohio, 
has  prepared  an  attractive  publicity 
program  for  its  dealers  for  the  purpose 
of  increasing  holiday  sales.  Particular 
emphasis  is  given  to  the  importance  of 
preparing  in  advance  for  the  Christmas 
business. 

The  Electric  Automatic  Indicator 
Company,  Albuquerque,  N.  M.,  has  filed 
incorporation  papers  with  the  secretary 
of  state  of  New  Mexico.  The  intention 
of  the  company  is  said  to  be  the  manu¬ 
facture  of  electric  automatic  station 
indicators. 

The  Walker  Electric  Company,  824 
Main  St.,  Boise,  Idaho,  opened  its  new 
store  recently  and  employed  a  novel 
advertising  medium  to  accompany  the 
opening.  Hot  coffee,  wafHes  and 
wafers,  all  electrically  prepared  were 
served  and  a  demonstration  held  of 
electric  refrigerating  machines,  ranges 
and  lamp  socket  devices.  Four  thou¬ 
sand  two  hundred  and  sixty-two  per¬ 
sons  attended  the  opening. 

The  Manhattan  Electrical  Supply 
Company  has  brought  out  a  new  radio 
loud  speaker,  said  to  be  applicable  to 
all  conditions  and  to  work  •with  every 
circuit,  tube  or  battery  that  may  be 
employed. 

The  Electric  Controller  &  Manufac¬ 
turing  Company,  Cleveland,  Ohio,  has 
issued  its  bulletin  on  the  new  type  ZK 
manual  automatic  compensator  for  use 
with  alternating  current  motors.  Start¬ 
ing  is  said  to  be  greatly  simplified  by 
the  use  of  this  device. 

T.  O.  Kennedy,  vice-president  and 
general  manager  of  the  Ohio  Public 
Service  Company  with  headquarters  at 
Cleveland,  passed  his  vacation  in  Colo¬ 
rado  where  he  was  formerly  an  execu¬ 
tive  of  the  Doherty  companies. 

The  Russell  Electric  Company,  Chi¬ 
cago.  Ill.,  has  recently  increased  by 
10,000  sq.  ft.  the  area  of  its  manufac¬ 
turing  plant  and  will  use  the  additional 
space  for  the  manufacture  of  electric 
flat  irons. 

The  Ohio  Brass  Company,  Mansfield, 
Ohio,  has  recently  added  to  its  line  a 
new  type  of  insulator  unit  for  bus  bar 
and  switch  use.  The  units  are  made  in 
several  sizes  for  varying  voltages  and 
several  units  may  be  bolted  together  to 
form  a  pillar  or  switch  insulator. 

The  Reliance  Electric  &  Engineering 
Company,  Cleveland,  Ohio,  has  just  is¬ 
sued  a  new  catalog  on  its  induction  type 
motors  which  contains  interesting  and 
instructive  data.  The  catalog  is  well 
gotten  up  and  should  interest  all  deal¬ 
ers  in  electric  motors. 

The  General  Electric  Company  in 
Seattle,  Wash.,  has  leased  the  site  for 
a  repair  shop  building,  the  structure  to 
be  60  ft.  wide  by  120  ft.  long,  with  a 
crane  runway  for  a  5-ton  crane.  A 
5-in.  concrete  flood  will  be  laid.  The 
plant  will  be  equipped  to  make  repairs 
to  any  kind  of  electrical  machinery. 
H.  E.  Plank,  manager  of  the  local 
branch,  states  that  “No  manufacturing 
is  contemplated  in  the  beginning,  but 
that  eventually  the  company  expects  the 
demand  to  become  such  that  manufac¬ 
turing  will  be  necessary.” 

J.  G.  Paulson,  Los  Angeles  represent¬ 
ative  of  the  A.  G.  Manufacturing  Com¬ 
pany,  has  recently  taken  over  the  line 
of  the  George  A.  Gray  Company  in  ad¬ 
dition  to  his  other  duties. 


Raymond  J.  Hurley  has  been  elected 
a  vice-president  of  the  Hurley  Machine 
Company,  Chicago. 

The  Westinghouse  Electric  &  Manu¬ 
facturing  Company,  East  Pittsburgh, 
Pa.,  has  issued  its  second  volume  of 
railway  operating  data  for  the  use  and 
assistance  of  electric  railway  executives 
and  operators.  The  material  is  pre¬ 
sented  in  easily  understood  fashion  and 
offers  many  labor  saving  suggestions. 

The  Johns-Pratt  Company,  Hartford, 
Conn.,  has  just  issued  an  attractive  cat¬ 
alog  descriptive  of  its  new  line  of  uni¬ 
versal  sendee  switches.  TTie  catalog 
also  contains  descriptive  wiring  dia¬ 
grams  and  other  useful  data. 

The  Reliance  Electric  &  Engineering 
Company,  Cleveland,  Ohio,  has  issued 
a  new  catalog — No.  1014 — descriptive  of 
adjustable  speed  motors. 

OflBces  of  the  D.  D.  Sturgeon  Electric 
Company,  Denver,  Colo.,  were  entered 
by  burglars  on  the  night  of  Sept.  9. 
Electric  irons  and  fixtures  to  the  value 
of  $232.50  were  taken  by  the  thieves. 


Manufacturer,  Dealer 
and  Jobber  Activities 


H.  E.  Nelson  and  Barney  Kristopher- 
son  have  opened  the  Weber  Electric 
Company  at  2249  Washington  Ave., 
Ogtjen,  Utah.  Both  Mr.  Nelson  and 
Mr.  Kristopherson  have  had  long  ex¬ 
perience  in  the  electrical  construction 
and  retail  business. 

TTie  General  Electric  Company  an¬ 
nounces  its  Bulletin  No.  43976,  descrip¬ 
tive  of  charging  equipment  for  both 
large  and  small  users  of  electric  vehi¬ 
cles.  The  bulletin  may  be  had  on 
request. 

Harvey  Hubbell,  Inc.,  New  York, 
have  recently  brought  out  two  new  de¬ 
vices  of  interest  to  contractor-dealers. 
One  is  a  new  porcelain  receptacle,  made 
in  3% -in.  and  4-in.  sizes,  grooved  to 
take  shadeholders,  and  the  other  is  a 
detachable  acorn  w'hich  will  be  supplied 
on  all  Hubbell  pull  sockets. 

J.  D.  Wallace  &  Company,  Chicago, 
have  recently  brought  out  a  new  elec¬ 
tric  solder  pot  writh  automatic  control. 
This  pot  is  particularly  adaptable  to 
heating  babbit,  white  metal,  wax  and 
other  materials  which  are  slow  conduc¬ 
tors  of  heat. 


Fame  is  thrust  upon  some  people  while  others 
acquire  it.  “Joe”  Hobrecht  evidently  comes 
under  the  latter  category  for  it  is  largely  due 
to  his  interest  in  the  elwtrical  indnsiry  and  to 
the  activities  of  the  J.  C.  Hobrecht  Company  of 
Sacramento,  Calif.,  that  he  has  become  so  well 
known  in  California.  Mr.  Hobrecht’s  last  bid 
for  fame  was  when  he  doubled  for  “Barney” 
Oldfield  at  the  wheel  of  his  car  between  Sacra¬ 
mento  and  the  Donner  Lake  Camp  of  the  Cali¬ 
fornia  State  Association  of  Electrical  Contractors 
and  Dealers. 


Denver,  Colo.,  according  to  weather  reports,  is 
hot  in  the  summer  and  cold  in  the  winter  and 
the  question  is  how  to  be  comfortable  the  year 
around.  J.  P.  Sprunt,  Jr.,  of  the  Westinghouse 
Electric  &  Manufacturing  Company  in  Denver, 
has  found  a  way  to  solve  the  question  in  the 
summer.  Heating  appliance  manufacturers  of 
the  electrical  industry  will  solve  the  question  in 
the  winter. 


The  Cutler-Hammer  Manufacturing 
C/ompany  of  Milwaukee,  Wi8„  has  re¬ 
cently  issued  its  Bulletin  No.  3062  de¬ 
scriptive  of  electric  conduction  heaters 
for  industrial  use.  The  bulletin  covers 
such  applications  as  metal  pots,  metal 
moulds,  gluing  machines,  celluloid  dies, 
etc.,  and  will  be  furnished  on  request 
to  the  manufacturer. 

Allis-Cltalmers  Manufacturing  Com¬ 
pany,  Milwaukee,  Wis.,  has  just  issued 
its  new  bulletin  on  squirrel  cage  induc¬ 
tion  motors.  This  publication  is  known 
as  Bulletin  1118-B  and  will  be  furnished 
on  request  from  the  nearest  office  of  the 
company. 


The  Westinghouse  Electric  &  Manu¬ 
facturing  Company  has  just  issued  for 
distribution  two  new  catalogs  dealing 
with  street  lighting.  Both  catalogs  are 
fully  illustrated  and  deal  respectively 
with  Overhead  Street  Lighting  and  Or¬ 
namental  Street  Lighting.  Complete 
descriptive  matter  is  given  concerning 
such  accessories  as  cables,  potheads, 
mast  arms,  cut-out  pulleys,  etc. 

The  Western  Electric  Company  has 
moved  the  general  sales  offices  of  the 
Supply  Department  to  the  Pershing 
Square  building.  Forty-second  Street, 
New  York  City. 
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U.  C.  McClure,  superintendent  of  the 
electric  and  steam  heating  department 
of  the  Denver  Gas  &  Electric  Light 
Company,  has  assumed  the  direction  of 
the  Rocky  Mountain  division  of  the 
National  Electric  Light  Association. 
Mr.  McClure  is  one  of  the  youngest 
men  to  hold  such  a  position,  according 


D.  c.  McClure 


to  National  Electric  Light  Association 
records.  He  was  bom  in  Coxsackie, 
N.  Y.,  May  31,  1890,  and  graduated 
from  Rensselaer  Polytechnic  Institute 
in  1913.  He  im.inediately  entered  the 
service  of  Henry  L.  Doherty  &  Co.  and 
shortly  after  was  detailed  to  design  and 
revamp  the  electrical  generating  and 
transmission  system  of  the  Denver  Gas 
&  Electric  Light  Company,  which  in¬ 
cluded  a  change  from  the  2,300-volt 
single  phase  system  to  4,000-volt  three- 
phase.  Following  this  he  was  assistant 
superintendent  of  the  electrical  depart¬ 
ment  until  entering  the  army  in  1917. 
Upon  his  return  from  the  service  he 
rejoined  the  Denver  company  as  super¬ 
intendent  of  the  electrical  and  steam 
heating  departments.  In  1921  he  was 
elected  second  vice-president  of  the 
National  Electric  Light  Association  di¬ 
visional  organization  and  in  1922  was 
elected  president  with  his  term  com¬ 
mencing  July  1,  1923.  He  is  a  member 
of  the  Kiwanis  Club,  the  Denver  Civic 
and  Commercial  Association,  Doherty 
Men’s  Fraternity,  and  the  American 
Institute  of  Electrical  Engineering. 

Charles  D.  Vail,  formerly  railroad 
and  hydraulic  engineer  for  the  Coloi*ado 
State  Public  Utilities  Commission,  has 
been  appointed  manager  of  parks  and 
improvements  for  the  city  of  Denver, 
Colo. 

G.  C.  Ward,  vice-president,  H.  A. 
Barre,  executive  engineer,  Southem 
California  Edison  Company;  K.  E.  Van 
Kuran,  district  manager,  Westinghouse 
Electric  &  Manufacturing  Company,  and 
Ralph  Hopkins  of  the  power  depart¬ 
ment  of  the  Westinghouse  company 
were  among  the  prominent  members  of 
the  industry  who  attended  the  opening 
of  the  Big  Creek  No.  3  plant  of  the 
Southern  Califomia  Edison  Company. 


J.  D.  Phillips  has  been  appointed 
office  manager  of  the  new  Oakland, 
Calif.,  plant  of  the  General  Electric 
Company.  Mr.  Phillips,  who  w’as  for¬ 
merly  traveling  auditor,  •will  have 
charge  of  accounting,  statistics,  pay¬ 
rolls  and  all  clerical  operations  at  these 
works. 

Mark  T.  McKee,  of  Detroit,  assistant 
to  the  president  of  the  American  Short 
Line  Association,  has  been  named  vice- 
president  of  the  Salt  Lake  &  Utah  Rail¬ 
road  Company,  which  is  also  known  as 
the  Orem  electric  line.  In  his  executive 
capacity  with  the  Short  Line  Associa¬ 
tion  Mr.  McKee  has  gained  a  national 
acquaintance  among  the  operators  of 
the  smaller  railroads  of  the  country. 
Mr.  McKee  fills  a  place  on  the  official 
roster  of  the  company  made  vacant  by 
the  resignation  of  Ross  Reason  nearly 
a  year  ago.  Mr.  McKee’s  headquarters 
will  be  in  Salt  Lake  City. 

W.  L.  Shirey  has  been  appointed  dis- 
tric  manager  of  the  Cinderella  Dish 
Washer  Company,  Cleveland,  Ohio.  Mr. 
Shirey  will  make  his  headquarters  in 
San  Francisco. 

W.  L.  Cook,  of  the  Reliable  Electric 
Company,  St.  Louis,  Mo.,  was  a  recent 
visitor  in  San  Francisco,  having  made 
a  trio  to  the  Coast  in  the  interests  of 
his  firm. 

A.  W.  Leonard,  president  of  the  Pu¬ 
get  Sound  Power  and  Light  Company, 
Seattle,  Wash.,  was  recently  in  San 
Franci.sco  in  the  interests  of  his  com¬ 
pany  . 

Charles  Nefrey  has  just  opened  a 
new  store  at  Lakeport,  Calif.,  where  he 
vnll  do  a  general  electrical  contracting 
and  supply  business. 

V.  L.  Crawford,  sales  manager,  Ever- 
stick  Anchor  Company,  St.  Louis,  has 
ju.st  completed  a  trip  to  the  Coast,  vis¬ 
iting  the  offices  of  the  Baker- Joslyn 
Company,  who  represent  his  company 
in  this  territory.  Mr.  Crawford  spent 
some  time  at  all  branch  offices  of  the 
company  at  Los  Angeles,  San  Francisco 
and  Seattle. 

S.  M.  Kennedy,  vice-president  in 
charge  of  public  relations,  Southem 
California  Edison  Company,  Los  An¬ 
geles,  Calif.,  recently  spent  a  few  days 
in  San  Francisco  on  his  return  from  an 
extended  trip  east.  Among  other  places 
visited  during  the  trip  were  Montreal, 
Que.,  Winnipeg,  Man.,  and  Vancouver. 

R.  J.  McHugh,  manager  of  the  Los 
Angeles  office  and  a  member  of  the  firm 
of  Garnett  Young  &  Company,  has  just 
recently  returned  from  an  extended  trip 
east. 

J.  D.  Ross,  superintendent  of  lighting, 
Seattle,  recently  gave  an  illustrated 
talk  on  the  Skagit  project  at  the  Seattle 
Auto  Park  club  house. 

Charles  R.  Hall,  president  of  the 
Pittsburgh  Piping  &  Equipment  Com¬ 
pany,  is  a  recent  visitor  to  the  Pacific 
Coast. 

Guy  W.  Faller,  assistant  general  man¬ 
ager,  Denver  Gas  &  Electric  Light 
Company,  Denver,*  Colo.,  is  in  charge 
of  the  Doherty  Training  School  which 
has  just  opened  in  Denver. 

Francis  C.  Shenehon,  vice-president 
in  charge  of  engineering  and  construc¬ 
tion  of  the  Byllesby  Engineering  & 
Management  Corporation,  has  just  re¬ 
turned  from  an  extensive  inspection  of 
that  company’s  properties  in  Califomia, 
Oregon,  Washington  and  Montana.  Dur¬ 
ing  his  trip  to  the  West  he  •visited  the 
El  Dorado  project  now  under  construc¬ 
tion  and  nearing  completion. 


P.  W.  McCauley,  of  the  Russell  Elec¬ 
tric  Company,  Chicago,  Ill.,  was  a  re¬ 
cent  visitor  to  San  Francisco.  Mr. 
McCauley  is  making  a  trip  to  the  Coast 
in  the  interests  of  his  firm.  i 
K.  E.  Van  Kuran,  district  manager  of 
the  Los  Angeles  office,  Westinghouse 
Electric  &  Manufacturing  Company,  has 
gone  to  East  Pittsburgh,  Penn.,  where 
he  will  attend  the  division  managers’ 
meeting  of  that  company.  Mr.  Van 
Kuran  expects  to  visit  various  other 
plants  of  the  company  before  returning 
and  will  be  gone  for  about  six  weeks. 

W.  R.  Huttinger,  vice-president  and 
chief  engineer.  Electric  Power  Equip¬ 
ment  Corporation,  Philadelphia,  Pa.,  re¬ 
cently  spent  some  time  on  the  Pacific 
Coast.  During  his  trip  he  was  enter¬ 
tained  in  Seattle  by  Eicher  &  Bratt, 
who  represent  the  interests  of  his  firm 
in  the  Pacific  Northw’est,  and  in  San 
Francisco  by  C.  E.  Ingalls,  Califomia 
representative. 

Franklin  T.  Griffith,  president  of  the 
Portland  Railway,  Light  &  Power  Com¬ 
pany,  has  been  one  of  the  conspicuous 
figures  of  the  electrical  industry  of  the 
West.  Mr.  Griffith  has  long  taken  an 
active  interest  in  the  matter  of  water 
powers  and  their  proper  conserv’ation 
and  use  and  was  for  two  years  chair¬ 
man  of  the  Water  Power  Development 
Committee  of  the  National  Electric 
Light  Association.  During  this  time  he 
devoted  considerable  attention  to  the 
matter  of  the  formation  of  the  Federal 
Power  Commission,  spending  a  great 
deal  of  time  at  Washington,  D.  C.  In 
addition  to  his  National  Electric  Light 
Association  activities  Mr.  Griffith  has 
been  an  active  worker  for  the  North¬ 
west  Electric  Light  and  Power  Asso¬ 
ciation,  having  officiated  as  its  presi¬ 
dent  and  on  various  committees.  Mr. 
Griffith  was  bom  in  Minneapolis  in  1870 
but  moved  to  Califomia  in  his  early 
days  and  w'as  educated  in  Oakland.  In 
1894  he  was  admitted  to  the  bar  in 
Oregon  and  was  city  attorney  of  Oregon 
City,  Ore.,  for  five  years.  During  this 
time  he  became  interested  in  the  use 
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of  electricity  for  industrial  purposes 
and  later  became  attorney  for  the  Port¬ 
land  Railway,  Light  &  Power  Company. 
His  progress  with  this  company  was 
rapid  and  in  1913  he  was  elected  presi¬ 
dent.  During  the  years  following  his 
election  to  this  office  his  company  has 
made  notable  .strides  in  the  improve¬ 
ment  of  public  relations  and  in  the  re¬ 
lation  of  the  utility  to  the  consumer. 
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Lewis  A.  Lewis,  sales  manaf^er  of  the 
Washington  Water  Power  Company  of 
Spokane,  Wash.,  is  the  retiring  chair¬ 
man  of  the  commercial  section  of  the 
Northwest  Electric  Light  and  Power 
Association.  Mr.  Lewis  was  one  of  the 
leaders  in  the  movement  to  secure  a 
thorough  investigation  of  the  electric 
range  situation  in  the  Northwest. 
Largely  because  of  his  efforts  the 
W’ashington  Water  Power  Company  has 
been  acclaimed  as  the  leader  in  the 
movement  to  in.stall  electric  ranges  in 
the  homes  of  the  people  in  the  territory 
that  it  serves.  At  the  present  time  the 
company  has  four  thousand  eight  hun¬ 
dred  ranges  and  electric  water  heaters 
on  its  lines,  with  a  total  installed  ca¬ 
pacity  of  33,600  kw.  and  producing  an 
annual  revenue  of  approximately  four 
hundred  and  thirty  thousand  dollars.  In 
two  campaigns  that  Mr.  Lewis  super¬ 
vised  this  spring,  745  ranges  were  sold 
to  consumers  of  the  company.  A  grad¬ 
uate  of  the  department  of  electrical 
engineering  of  Washington  State  Col¬ 
lege,  with  the  class  of  1908,  Mr.  Lewis 
spent  the  first  few  years  of  his  business 
career  in  the  lumber  business  and  ac¬ 
quired  a  thorough  familiarity  with  all 
operations  from  logging  to  the  produc¬ 
tion  of  finished  wood  products.  In  Aug- 
u.st,  1908,  he  entere<l  the  service  of  The 
Washington  Water  Power  Company  in 
the  engineering  department,  but  his 
interest  in  the  commercial  work  had 
been  noticed  and  in  October  of  the  same 
year  he  was  made  indu.strial  engineer. 
In  that  capacity  he  .stimulated  interest 
among  the  managers  of  local  woodwork¬ 
ing  plants  with  the  result  that  several 
of  the  old  plants  adopted  electric  drive, 
and  mo.st  of  the  plants  since  added  have 
been  electrified  throughout.  Eventually, 
as  assistant  commercial  manager,  Mr. 
Lewis  was  able  to  develop  his  policy  of 
cultivation  of  the  residential  field  and 
progress  has  been  steady  ever  since. 
His  promotion  to  the  po.sition  of  sales 
manager  in  1920  was  only  the  fitting 
recognition  of  constant  and  unrelenting 
effort.  The  basis  of  Mr.  Lewis’  policy 
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is  creating  thorough  satisfaction  among 
his  customers  and  so  far  as  household 
appliances  are  concerned,  he  will  not 
endorse  anything  whatever  until  he  is 
thoroughly  .convinced  of  its  merits. 
If  it  will  be  of  real  benefit  to  the  user, 
he  will  push  it  regardless  of  its  charac¬ 
teristics  with  reference  to  revenue,  but 
as  is  shown  by  the  sale  of  ranges,  he 
does  not  overlook  that  feature.  Mr. 


Lewis  is  active  in  all  civic  undertak¬ 
ings,  being  a  member  of  the  Spokane 
Chamber  of  Commerce  and  the  Spokane 
Advertising  Club.  F'or  years  Mr.  Lewis 
has  been  an  active  member  of  the 
Northwest  Electric  Light  and  Power 
Association  and  has  served  on  many  im¬ 
portant  committees,  being  at  present 
one  of  the  executive  board. 

Philip  L.  Thomson,  publicity  director 
of  the  Western  Electric  Company,  has 
been  elected  president  of  the  Associa¬ 
tion  of  National  Advertisers.  His  elec¬ 
tion  follows  successful  service  as  direc¬ 
tor  and  since  1921  as  vice-president  of 
the  Association.  Mr.  Thomson  began 
his  business  career  in  1903  following  his 
graduation  from  Union  College  and 
from  Harvard  University,  and  for  two 
years  he  was  employed  in  the  Chicago 
office  of  the  Western  Electric  Company. 
In  1905  he  went  to  Kansas  City,  then 
became  successively  manager  of  the 
company’s  headquarters  at  Pittsburgh 
and  publicity  director,  in  charge  of  all 
publicity  activities.  In  the  electrical 
field  he  has  done  conspicuous  service  in 
the  National  Electric  Light  Association 
and  other  organizations  of  the  industry. 

T.  B.  Parks  of  the  Los  Angeles  Gas 
&  Electric  Corporation  is  a  recent  vis¬ 
itor  to  San  Francisco  in  the  interests 
of  his  company. 

G.  G.  Sears  has  been  appointed  local 
representative  of  the  Journal  of  Elec¬ 
tricity  at  St.  Louis,  Mo. 

H.  L.  Jackman,  of  the  Western  States 
Gas  &  Electric  Company,  Eureka,  Calif., 
recently  visited  San  Francisco.  Mr. 
Jackman  has  been  successful  in  the  ap¬ 
plication  of  electricity  in  the  sawmill 
and  lumbering  industry  in  his  territory. 

Herbert  Metz  has  been  appointed  ad¬ 
vertising  manager  of  the  Supply  De¬ 
partment,  Western  Electric  Company, 
New  York  City.  Mr.  Metz  joined  the 
company  after  graduation  from  Penn 
State  University  in  1914  and  has  risen 
through  various  positions  to  his  present 
appointment. 

Roi  Woolley,  vice-president  of  the 
firm  of  Goldman,  Carrigan  &  Co.,  ad¬ 
vertising  agency  of  New  York  City,  is 
spending  several  weeks  on  the  Pacific 
Coast  analyzing  Pacific  Coast  market 
conditions.  Mr.  Woolley  is  specializing 
in  the  merchandising  of  electrical  ap¬ 
pliances.  He  has  been  associated  with 
the  electrical  industry  a  good  many 
years  in  advertising  publicity  work,  and 
was  formerly  with  the  Society  for  Elec¬ 
trical  Development,  publicity  depart¬ 
ment. 

W.  L.  Maytag,  manufacturer  of  the 
electric  washing  machine  which  bears 
his  name,  is  making  a  business  trip  to 
the  Coast.  He  has  already  visited 
Seattle  and  Portland,  in  company  with 
Harold  W.  Snyder,  vice-president  and 
construction  engineer  of  the  company, 
and  is  at  present  in  California.  Mr. 
Maytag  plans  to  spend  some  time  in 
San  Francisco,  Los  Angeles  and  San 
Diego  before  returning  to  the  factory 
at  Newton,  low’a. 

Oliver  B.  Lyman,  San  Francisco  rep¬ 
resentative  for  Payne,  Dean,  Ltd., 
Stamford,  Conn.,  the  Pittsburgh  Piping 
&  Equipment  Company,  Pittsburgh, 
Pa.,  and  the  Lettak  Fire-Brick  Arch 
Company,  Chicago,  has  moved  his  office 
to  700  Call  Building. 

Charles  W.  Welsh  of  the  United 
Pow’er  &  Transportation  Company,  of 
Philadelphia,  is  a  recent  visitor  in  San 
Francisco. 


James  A.  Cranston,  who  for  three 
years  has  been  Northwest  district  man¬ 
ager  of  the  General  Electric  Company, 
has  been  appointed  Pacific  Coast 
manager  of  that  firm,  succeeding  Dr. 
Thomas  Addison  who  has  retii*ed.  Mr. 
Cranston  will  have  headquarters  at  San 
Franci.sco  and  his  appointment  will  be 
effective  as  of  Sept.  1,  1923.  In  1888  Mr. 
Cranston  joined  the  force  of  the  North¬ 
west  Thomson-Houston  Company  at  St. 
Paul,  Mo.,  and  a  year  later  w’as  trans¬ 
ferred  to  Portland,  Ore.,  as  sales  agent 
for  that  company.  At  the  time  of  or¬ 
ganization  of  the  General  Electric  Com¬ 
pany,  in  1892,  Mr.  Cranston  joined  that 
organization  at  Portland  and  in  1900 
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was  made  manager  of  the  Portland 
office.  In  1919  he  was  made  Northwest 
manager  and  served  in  that  capacity 
until  his  recent  appointment.  He  has 
been  one  of  the  leading  figures  of  the 
electrical  industry  in  the  Northwrest  and 
has  always  been  prominently  identified 
with  its  progress.  In  addition  to  elec¬ 
trical  affairs  he  has  devoted  a  great 
deal  of  attention  to  civic  matters  and 
has  been  a  leader  in  the  various  char¬ 
itable  organizations  of  his  section. 

S.  A.  Whitten,  of  the  St.  Louis  Elec¬ 
tric  Works,  was  a  recent  visitor  to  the 
Coast. 
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William  Henry  Merrill,  founder  pres¬ 
ident  of  the  Underwriters’  Laboratories, 
Inc.,  died  in  Chicago  on  Sept.  17.  He 
w’as  bom  in  Warsaw,  N.  Y.,  in  1868  and 
graduated  from  Massachusetts  Institute 
of  Technology  in  1889.  Shortly  after 
graduation  Mr.  Merrill  went  into  fire 
prevention  and  protection  woi-k  in  Chi¬ 
cago  and  remained  in  that  line  of  en¬ 
deavor  until  his  death.  He  organized 
the  present  Underwriters’  Laboratories 
in  1898  and  has  since  been  its  chief 
executive.  Under  his  direction  was  is¬ 
sued  the  fir.st  edition  of  the  National 
Electrical  Code  and,  on  account  of  his 
work  in  connection  with  the  promotion 
of  safeguards  for  handling  acetylene 
gas,  he  was  elected  an  honorary  mem¬ 
ber  of  the  Compressed  Gas  Association. 
During  the  war  Mr.  Merrill  served  on 
the  Fire  Prevention  section  of  the  War 
Industries  Board. 
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Trade  Outlook 


San  Francisco 

Normal  recovery  from  the  summer 
season  is  noted  and  new  business  war¬ 
rants  confidence  in  the  general  situa¬ 
tion.  Collections  are  fair  to  good  and 
employment  conditions  are  said  to  be 
satisfactory.  Building  continues  despite 
price  increases  in  materials  necessary 
for  construction  but  there  is  a  feeling 
that  advances  may  retard  the  general 
building  program. 

Many  concerns  have  increased  their 
plant  size  and  capacity.  The  local  buy¬ 
ing  markets  have  had  a  decided  influ¬ 
ence  on  purchases  and  jobbers  report 
satisfactory  orders. 

Export  business  has  increased  in 
some  lines  and  shipping  has  been  cor¬ 
respondingly  affected. 

Bank  clearings  continue  to  increase 
and  loans  are  at  the  normal  rate. 

Railroads  report  heavy  crop  move¬ 
ments  and  increased  industrial  ship¬ 
ments. 

Electrical  goods  are  moving  at  a  nor¬ 
mal  rate  with  construction  material  in 
demand.  The  material  shortage  previ¬ 
ously  experienced  in  some  lines  is  being 
overcome  by  eastern  deliveries.  There 
is  some  advance  buying  for  the  holiday 
season  and  indications  are  for  a  general 
demand  in  excess  of  last  year. 


Seattle 

Every  line  of  industry  is  benefiting 
from  the  Japanese  disaster  and  is  also 
aiding  in  the  reconstruction  problem. 
The  movement  of  rush  relief  cargo  is 
expected  to  be  followed  by  a  greater 
movement  of  lumber,  steel  machinery, 
tools,  hardware  of  all  kinds,  copper  and 
steel  ingots  and  bars.  Three  or  four 
billion  feet  of  lumber  probably  will  be 
required,  and  Northwest  mills  are  plan¬ 
ning  for  their  share  of  this  business. 

Electrical  jobbers  and  dealers  report 
a  very  favorable  reaction  from  the  Elec¬ 
trical  Exposition  and  Model  Home  dis¬ 
play  recently  completed  in  the  city. 
Interest  was  indicated  in  all  electrical 
appliances  on  display,  and  particular 
attention  was  paid  by  prospective  home¬ 
builders  to  the  display  of  electric  heat¬ 
ing  devices,  which  have  not  been  very 
widely  used  in  this  city.  The  continu¬ 
ance  of  a  busy  construction  period, 
aided  by  fine  weather,  has  provided  a 
good  run  of  w’ork  for  electrical  contrac¬ 
tors  in  home  wiring  and  appliances. 

Collections  have  been  good,  and  new 
accounts  are  being  opened  more  freely. 


Los  Angeles 

Thirty-seven  new  concerns  started 
business  in  Los  Angeles  in  the  month 
of  August. 

Building  activities  show  a  falling  off 
from  the  month  of  August,  which  was 
the  record  month  for  the  city.  Permits 
for  the  first  fifteen  days  of  September, 
however,  show  an  increase  of  approxi¬ 
mately  43  per  cent  in  valuation  over 
the  same  period  of  last  year. 

Two  records  were  made  in  bank  clear¬ 
ings  during  the  first  half  of  the  month 
when  on  one  day  the  clearings  amounted 


to  $30,761,080.47,  which  surpassed  any¬ 
thing  previous.  The 'total  clearings  for 
the  first  half  of  the  month  amounted  to 
$274,698,393.56  which  is  an  increase  of 
33  per  cent  over  the  corresponding 
period  of  1922. 

Corrunerce  through  the  port  of  Los 
Angeles  showed  an  increase  of  1,702,884 
tons  in  May  of  this  year  over  the  same 
month  last  year;  with  an  increase  in 
value  of  $24,663,226  over  the  same 
period  of  1922. 

Manufacturers  of  electrical  apparatus 
report  excellent  business,  while  the  job¬ 
bers  of  electrical  apparatus  and  sup¬ 
plies  note  an  increase  over  the  months 
just  pas.sed.  From  all  indications  it 
would  seem  that  the  approaching 
months  will  see  the  largest  business  in 
their  history.  Electrical  retail  business 
is  very  good  and  radio  sales  are  beyond 
expectations,  all  dealers  in  this  line 
looking  for.  excellent  sales  until  after 
Christmas. 


Salt  Lake  City 

The  crop  situation  is  very  favorable. 
Due  to  the  heavy  rainfall  in  the  spring 
the  dry  farmers  are  enjoying  a  bounti¬ 
ful  harvest.  In  the  irrigated  sections 
crops  are  larger  than  for  many  years. 
The  markets  are  showing  signs  of  im¬ 
provement. 

Sugar  prices  are  strong  and  the  beet 
sugar  factories  are  promised  more  pros¬ 
perity  than  has  been  enjoyed  by  the 
industiy  since  1919. 

Money  is  easier  and  in  the  agricul¬ 
tural  districts  conditions  are  improving. 

Trade  in  general  is  actively  on  the 
increase. 

Canneries  are  working  full  capacity 
and  will  distribute  to  the  farmers  ap¬ 
proximately  $1,000,000. 

Apartment  houses,  office  buildings 
and  homes  are  being  filled  as  rapidly 
as  they  are  ready  for  occupancy. 

Mining  activity  continues  and  general 
industrial  expansion  is  resulting  in  in¬ 
creased  demands  for  electric  pow’er. 

There  is  practically  no  unemploy¬ 
ment,  and  a  shortage  of  common  labor 
exists  in  some  of  the  metal  mining 
camps. 


Spokane 

A  spirit  of  optimism  prevails  and  the 
w’heat  crop  is  already  moving,  with 
steady  deliveries  throughout  the  Inland 
Empire.  The  Washington  w’heat  crop 
is  now  estimated  at  59,000,000  bushels 
and  local  flour  mills  are  working  full 
capacity.  In  electrical  jobbing  circles 
it  is  anticipated  that  wheat  sales  will 
result  in  marked  stimulation  of  busi¬ 
ness. 

The  advance  in  silver  and  lead  has 
been  reflected  in  greater  mining  activity 
in  the  Coeur  d’Alene  district  and  in 
Briti.sh  Columbia,  and  continued  pro¬ 
duction  is  anticipated  for  some  months. 
Mining  dividends  for  1923  are  expected 
to  reach  a  total  of  $7,500,000  for  the 
properties  within  a  radius  of  150  miles 
of  Spokane. 


Shipments  for  pine  mills  in  July  wore 
18  per  cent  less  than  for  June,  138,- 
905,000  ft.,  but  the  exceptionally  large 
fruit  crop  has  caused  heavy  demand  for 
boxes  and  the  local  manufacturers  are 
working  at  capacity.  Otherwise,  the 
wood  working  plants  have  felt  a  slight 
decrease  in  business. 

The  local  packing  plants  are  doing 
20  per  cent  more  business  than  in  1922. 
The  production  of  steers  and  lambs  in 
the  Northwest  has  been  sufficient  to 
supply  the  plants,  but  hog  production 
has  hitherto  been  so  low  that  a  large 
amount  of  stock  has  been  shipped  in 
from  points  east  of  the  Rockies.  In 
1922,  only  20  per  cent  of  hogs  killed 
were  grown  in  this  vicinity,  while  this 
year  the  percentage  will  be  35  per  cent. 
For  this  increase,  the  low  price  of 
wheat  is  largely  responsible.  One  of 
the  local  packers  has  tried  out  a  most 
interesting  experiment,  viz.,  shipping 
choice  young  lamb  to  New  York.  It  has 
been  pos.sible  to  effect  delivery  in  414 
days  from  Spokane,  and  the  waste  and 
losses  incidental  to  shipping  live  ani¬ 
mals  is  thus  eliminated.  The  experi¬ 
ment  is  regarded  as  entirely  successful 
and  this  step  marks  a  new  era  for  the 
West.  It  must  be  regarded  not  only  as 
a  triumph  for  the  packer,  but  also  for 
the  railroads  which  can  deliver  meat  on 
practically  a  passenger  schedule. 


Denver 

Early  reports  of  the  1923  harvest  in 
this  section  are  proving  unusually  en¬ 
couraging  to  all  lines  of  business.  Coun¬ 
try  merchants  and  banks  are  being  re¬ 
lieved  of  some  of  the  burdens  which 
they  have  carried  for  nearly  two  years. 

I^cal  bank  clearings  are  again  as¬ 
cending  while  postal  savings  deposits 
have  increased  to  a  new  high  point, 
raising  Denver  from  thirty-second  place 
to  twenty-fourth  place. 

Improved  window  lighting  installa¬ 
tions  are  helping  the  electrical  business 
compensate  for  the  decrease  in  resi¬ 
dence  building.  Wiring  prices  are  on 
the  upgrade. 

Appliance  sales,  especially  heating 
devices,  are  commencing  to  move  again 
after  a  slow  summer.  Radiant  heaters 
are  already  being  pushed.  Vacuum 
cleaners  and  washers  are  still  moving 
.satisfactorily. 


Portland 

The  lumber  industry  continues  pros¬ 
perous  with  production  about  20  per 
cent  above  normal. 

Labor  supply  and  demand  is  well  bal¬ 
anced  with  few  exceptions.  Construc¬ 
tion  continues  unabated  and  indications 
are  that  the  present  pace  will  be  main¬ 
tained  for  some  time.  It  is  estimated 
that  Portland  and  its  immediately  ad¬ 
jacent  territory  is  growing  at  the  rate 
of  18,000  annually.  Shipments  of  wheat 
from  Portland  average  about  300,000 
bushels  per  day.  Crops  in  general  are 
above  the  five-year  average.  Weather 
conditions  are  favorable. 

The  central  stations  in  Portland  are 
experiencing  great  activity  in  new  busi¬ 
ness.  Extensions  are  numerous  and  the 
loads  much  heavier  than  a  year  ago. 
Aggres.sive  range  sales  are  on  as  a  re¬ 
sult  of  a  cooking  school  conducted  by 
the  Morning  Oregonian.  Prospects  for 
a  big  holiday  trade  are  good.  Indus¬ 
trial  activity  is  approximately  19  per 
cent  greater  than  during  the  same 
period  of  1922. 
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